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These clients are 
mighty glad 


they’re in the 
Connecticut Mutual 


MM" and more people these days are paying more 
attention to the less obvious values in life insur- 
ance policies. Large buyers especially, and buyers of 
business life insurance. These wiser clients look for 
many things — they insist on these three .. 


First, they want a company that treats all policy- 
holders . . . both new and old, and regardless of plan 
. With equal fairness. 
Second, these wiser buyers know that situations may 
change. So they insist that there be guaranteed in the 
original contract a liberal change of plan clause and 
the right for a business, as well as an individual, to 
exercise settlement options. And they want a wide 
range of options. 
Third, they want low cost. They look behind current 
premiums and dividends — and insist on a company 
with a good investment and mortality record. 
) . . as ae 
Connecticut Mutual agents, surplus writers and é Sir Plus says: the next time you 
brokers know that their clients are satisfied on these a po have a surplus case or one that 


points. These policyholders discover new values in must be brokered, call the nearest 
their contracts, time and time again! Connecticut Mutual General Agent. 
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LIFE INSURANCE COMPANY : HARTFORD 


FRIDAY. NOVEMBER 23. 1955 














the ideal coverage 


for the young man. 





on his way up! 


L_1960 : 
$233.00 


6th and subse- 
quent years 


é 
k 














© Graded Premium 
for G6 years 


@ $10,000 Immediate 












































Permanent Prectection 1959 
© $9,192.70* in Cash $209.70 
available at Age 65 5th Year 
_ 1958 | 
or the young Business 
or Professional man $186.40 
’ 4th Year 
who needs permanent 
protection now, but 1957 
__ whose present $1 63.10 
premium paying oe Wades 
ability is limited. 
1956 
) $139.80 | 
| 2nd Year 








*The dividends in this illus- 
tration are neither estimated 
nor guaranteed, but are com- 
puted on the same basis as 





the scale of dividends in ef- 
fect at the date of this illus- 
tration, January 1, 1955. 
Similarly, the interest rate 
assumed is that currently al- 
lowed on such accumulations. 


$116.50 


STOCK NAME GPL-Age 30-$10,000 Ist Year 








KEEP YOUR EYE 


BERKSHIRE 


LIFE INSURANCE COMPANY 
Life, Annuities, Accident & Health and Hospitalization 
PITTSFIELD, MASS. « A MUTUAL COMPANY « CHARTERED 1851 
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FOR 

TOP-FLIGHT 

H BROKERAGE 
FACILITIES ? 


SIX REASONS WHY IT WILL 
PAY YOU TO CALL MANUFACTURERS LIFE 
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1. Wide substandard coverage, including select diabetic, 
multiple sclerosis and coronary cases. 


Older ages—select lives to age 80. 


2. 
3. 


Special low cost, $7500 minimum whole life contracts— 
par and non-par. 


4. Foreign travel and residence coverage. 
5. A wide variety of low cost term plans. 
6. High return annuity plans (single premiums to $500,000 
accepted). 
FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 
BALTIMORE » CHICAGO «+ CINCINNATI + CLEVELAND + COLUMBUS DETROIT 
HARTFORD +» HONOLULU +» LANSING + LOS ANGELES + MINNEAPOLIS ~ NEWARK 


PORTLAND + SAGINAW -« — SAN FRANCISCO 


WASHINGTON, D.C. 


PITTSBURGH e 
SEATTLE »« SPOKANE « 


PHILADELPHIA se 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 














anico’s best advertisemen;, 
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ANICo representatives * 







J. W. BARTON 
Glendale, California 

An ANICO Career Underwriter who has been continuously success- 
ful from date of employment. In eight years of service, he 
advanced from Agent to Staff Supervisor to Regional Supervisor 
to District Manager. As District M f Glendale, California 
for the last sixteen years, he has placed the District in continuous 
leadership and has done an devel 



















t g job in de men i 
Mr. Barton is a good perscnal producer “and is a life member of . 
the Presidents Club. 


YOU CAN GROW WITH ANICO 


@ A working contract that permits outstanding earnings. 

@ Policies that stand out in value against any competition. 

@ A management philosophy that is based on the axiom that 
a company succeeds only when its agency force succeeds. 

@ The most modern and effective selling aid program that 
can be devised. 


For information without obligation address 
“Executive Vice- Presiéent’* 
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THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS... 


@ Modern and attractive agent's and general agent's contracts to those looking 
for a permanent connection. 

@ Complete line of Life Insurance policy contracts from birth to age 70 with full 
death benefit from age 0 on juvenile policy contracts. 

@ Complete line of Accident and Health policy contracts with lifetime benefits. 

@ Individual and Family Hospitalization contracts. . 

@ Complete substandard facilities. 

@ Educational program for fieldman. 



















Strong, Progressive Company 
Older than 85% of all legal reserve life 
insurance companies 


COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in Califorinia, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 


R. D. ROGERS, C.L.U., DIRECTOR OF AGENCIES 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 
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Mutual's President 
Weighs Pros, Cons 
of Variable Annuity 


Experiments Guided by 
Louis W. Dawson; Favors 
Sound Legislation 


NEW YORK—lIn a statement issued 
this week to the company’s agency 
managers, Louis W. Dawson, presi- 
dent of Mutual of New York, made a 
comprehensive appraisal of the pros 
and cons of variable annuities and 
came up with these conclusions. 

1. There is a growing public recog- 
nition of the fact that a reasonabie 
amount of equity investments has a 
sound place in most investment pro- 
grams. Hence, there is a growing pub- 
lic demand for some method that will 
combine the benefits of equity in- 
vestment with the annuity principle. 

2. On balance, the possible advan- 
tages of the variable annuity, both to 
the public and the life insurance busi- 
ness, outweigh the possible disadvan- 
tages and risks, if proper safeguards 
and limitations are provided by statute. 

3. Because of their conservative ap- 
proach to investment questions, life 
companies are likely to do the job of 
selling variable annuities more soundly 
than other organizations might. 

4. The life companies should apply 
all their knowledge and wisdom to the 
creation of a sound model bill, con- 
taining all the restrictions, qualifica- 
tions and limitations that may be 
needed to surround variable annuities 
with proper safeguards. A bill de- 
veloped under the auspices of the 
several life insurance associations 
could be transmitted to all state in- 
surance commissioners. Then, in any 
state where the question of variable 
annuities comes under serious con- 
sideration, the industry will be pro- 
viding its best thinking for the guid- 
ance of legislators. 

5. Like every other business, life in- 
surance has a public duty to improve 
its products and services in every pos- 
sible way, and to conduct reasonable 
experiments with that end in view. 

However, there is no need for the 
whole life insurance industry to plunge 
headlong into variable annuities on a 
national basis. The question can be 
worked out by gradual development, 
on an experimental basis. Certain life 
companies that are interested might 
organize their own equity funds and 
begin to offer variable annuities. In- 
dependent variable annuity companies 
might be organized, whose product 
might be offered by individual life in- 
surance agents representing various 


N.Y. State Assn. for 
Salinger as NALU 
Trustee Candidate 


In addition to opposing tax exemp- 
tion for commissions on insurance on 
an agent’s own life, as reported in 
last week’s issue, the New York State 
Assn. of Life Underwriters unani- 
mously endorsed Benjamin D. Salin- 





Benjamin Salinger 


A. Stewart Payne 


ger, immediate past president of the 
association, for trustee of National As- 
sn. of Life Underwriters. 

He has also the unanimous endorse- 
ment of the New York City Life Un- 
derwriters Assn. and the New York 
City Life Managers Assn. 

Mr. Salinger, a general agent of 
Mutual Benefit Life in New York 
City, is a past president of the New 
York City Life Underwriters Assn., a 
past president of the New York City 
CLU chapter and is a director of the 
New York City Life Managers Assn. 
He is chairman of the NALU com- 
mittee on relations with investment 
companies, and has served on a num- 
ber of other NALU committees. 

Mr. Salinger entered the business 
in 1930 with the Ralph Engelsman 
agency of Penn Mutual in New York 
City, went to Continental American 
when the company entered New York 

(CONTINUED ON PAGE 20) 


October Ordinary 
and Total Sales Set 
Records for Month 


October life sales totaled $3,710,000- 
000, increase 19%, for the largest 
October on record and brought the 
aggregate for the first 10 months to 
$38,322,000,000, increase 24%, which 
was the greatest first 10 months on 
record, according to LIAMA. 

Ordinary sales in October totaled 
$2,586,000,000, increase 20%, setting a 
record for any October. 

Group sales were $553 million, in- 
crease 42%, in October. This represents 
new groups set up and not additions 
under contracts already in force. In- 
dustrial sales in October amounted to 
$571 million, down 3%. 

Ordinary sales in the first 10 months 
totaled $25,028,000,000, increase 20%. 
Group year-to-date sales were $7,727,- 
000,000, increase 65%. Industrial year- 
to-date sales amounted to $5,567,000,- 
000, increase 3%. All three categories 
set new records for sales in the first 
10 months. 


LOMA Institute Offers 


Text on Insurance Math 


Life Office Management Assn. In- 
stitute has released a new insurance 
text book entitled Elementary Mathe- 
matics of Life Insurance. The new 
book is designed to present a complete 
coverage of the basic mathematics 
necessary in the life field to those with 
even the most rudimentary mathe- 
matics backgrounds. 

The book covers the fundamental 
operations of arithmetic, the equation, 
interest and accumulated value of 
money, the discounted value of money, 
annuities certain, mortality tables, life 
annuities, life net single premiums, 
life annual premiums, net level pre- 
mium_ reserves, modified reserves, 
dividends and non-forfeiture values. 











Late News Bulletins... 








FTC Cites Ten More A&H Insurers 


Federal Trade Commission has issued charges of false and misleading adver- 
tising of A&H insurance against ten more insurers. With dates and places of 


hearing, they are: 


Massachusetts Bonding—Boston, March 7. 
Lumbermens Mutual Casualty—Chicago, March 15. 
American Casualty—Reading, Pa., March 5. 
Mutual Life of New York—New York, March 12. 


Liberty Mutual—Boston, March 9. 


National Bankers Life—Dallas, March 6. 
Minnesota Commercial Men’s Assn.—Minneapolis, Feb. 27. 
Illinois Traveling Men’s Health—Chicago, March 1. 


World of Omaha—Omaha, March 5. 


North American Accident—Chicago, March 1. 


Fraternal Insurer to Write Variable Endowment 


CIO Plugs for Net 
Rates on Group if 
No Agent Involved 


N.Y. Department Begins 
Week-Long Hearing on 
Welfare Fund Controls 


NEW YORK—The CIO hammered 
hard again this week at laws that re- 
quire the payment of commissions on 
group policies even though no agent or 
broker does anything to sell them. 

In a statement presented at the New 
York department’s hearing on welfare 
fund legislation, Arthur J. Goldberg, 
CIO general counsel and director of 
the CIO standing committee on ethical 
practice declared that “crucial in any 
program designed to eliminate abuses 
in the administration of health and 
welfare funds is the problem of com- 
mission payments.” 

Mr. Goldberg was not present and 
his statement was read by Jack Bar- 
bash, CIO economist. 

“It seems to us that no, legislative 
proposal that does not grapple with 
commission abuses will get to the core 
of the problem,” Mr. Goldberg’s state- 
ment continued. “Our recommendation 
on this pont is this: State regulations 
and interpretations should be amended 
wherever necessary to permit the 
waiving of commission payments in a 
group insurance policy where no serv- 
ice has been performed by an agent 
or broker. 

“To be sure, there is a slogan in the 
insurance business, ‘insurance is sold, 
not bought.’ But in insurance pro- 
grams negotiated through collective 
bargaining, insurance is in fact bought; 
that is, the parties to collective bar- 
gaining have pretty well decided what 
they want by way of an insurance pro- 
gram, in considerable detail. We can 
see no reason why commission pay- 
ments should be mandatory where no 
service has been performed. 

“Where a service has been per- 
formed by an agent or broker, then 
of course his services should be justly 
compensated for. Moreover, the state 
insurance department can perform an 
important function by policing com- 
mission practices and assuring adher- 
ence to filed decremental scales. If a 
state has no regulation governing the 
filing of commission scales, then it 
seems to me in order to suggest appro- 
priate legislation for that purpose. But 
adherence to these decremental scales 
cannot be taken for granted.” 

Mr. Goldberg said the insurance de- 
partment report made while Superin- 
tendent Bohlinger was in office re- 
vealed commission payments which 
could not be justified on any published 


companies. Thus, experience can be 
: accumulated without committing the 
) entire industry at the outset. 

6. In the final analysis, the American 


American Life Ins. Association, fraternal insurer at Bridgeport, Conn., Jan. 
1 will begin issuing a variable endowment policy, investing premium income 
and accretions for that class of business in common stocks and similar equity 


scale of commissions. He said steps 
must be taken to prevent such exorbit- 
ant commission payments and “it is a 





Public will decide the life or death investments. The company said the new policy will fill an insurance need Seg ; 

____— | of the variable annuity. No policy- since the value of the variable endowment will move upwards as the cost of fair inference from the facts inet - 
s, a. soth | holder or beneficiary will be subjected living rises. we eliminate excessive pagent - 
ond class f to any risk h 2 The compan, il i unjustified commissions we wl e 
e doesn’t want. No one pany will not guarantee a fixed amount of endowment, but at eliminating or at least minimizing cor- 


(CONTINUED ON PAGE 20) (CONTINUED ON PAGE 138) 


(CONTINUED ON PAGE 19) 
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Inadequate Funds 
Hamper Indiana 
Department: Davey 


Agents Lays Plans for Next 
Legislative Session 
at Indianapolis Midyear 


Too many new insurance companies 
are being organized in Indiana by peo- 
ple with no background in the insur- 
ance business, William J. Davey, new 
Indiana commissioner of insurance, 
told the midyear meeting of Indiana 
Assn. of Life Underwriters in Indian- 
posed. 

At the meeting members also ex- 
pressed an informal opinion that the 
Indiana licensing law should be 
changed to require written examina- 
tion of license applicants and voted to 
raise a special legislative “war chest” 
to enable the association to hire pro- 
fessional legal and legislative counsel 
on a retainer basis. 

Mr. Davey declared that the depart- 
ment is handicapped in its efforts to 
police the business by a lack of appro- 
priation. He pointed out that while the 
department is the state’s fourth largest 
source of revenue, bringing in more 
than $8 million a year in premium 
and license and fee taxes, it receives 
an appropriation out of this total of 
only about $150,000, far less than that 
of other states with a smaller volume 
of insurance business. 


The department, he stressed, is not 
even allowed to keep the total of li- 
cense and other fees for its own use. 
Thus premium taxes, imposed origin- 
ally to finance departmental supervi- 
sion of the business for the good of 
policyholders, now go into general rev- 
enue and are spent for purposes other 
than those for which originally im- 
posed. 

The commissioner pointed out that 
the department is badly in need of a 
policy-analysis division to go over pol- 
icy forms submitted to the depart- 
ment as required by law, but it has no 
money with which to hire personnel 
for such a division. 

The department is also hampered 
by lack of funds in investigating the 
backing of foreign companies seeking 
admittance to the state, Mr. Davey 
reported, citing two instances of gen- 
eral insurance companies admitted 
that went into receivership shortly 
thereafter. 

“All we could do was inspect the 
balance sheets of these companies,” 
Mr. Davey declared. “If we had known 
their real backers—the men who were 
‘calling the shots’—we’d never have 
licensed them.” 

Horace Storer, general agent of 
Bankers of Iowa, co-chairman with 
James Bettis, general agent of Berk- 
shire, of the legislative committee, re- 
ported that a “state of emergency 
exists in the matter of the legislative 
program of the organization.” 

The bulk of legislative work in In- 
diana has for 15 years been carried on 
by Oren Pritchard, manager of Union 
Central Life at Indianapolis. With his 
election to NALU trusteeship last fall, 
Mr. Pritchard resigned as Indiana leg- 
islative chairman. Mr. Storer reported 
that he and Mr. Bettis, members of 
the committee for a number of years, 
had taken over the chairmanship 

(CONTINUED ON PAGE 15) 


Institute Lists 
Agenda for Annual 
Meeting on Dec. 13 


Institute of Life Insurance will hold 
its annual meeting Dec. 13 at Waldorf- 
Astoria hotel in New York City. The 
session will be opened in the morning 
by Carrol M. Shanks, president of Pru- 
dential and chairman of the institute, 
who will discuss public relations re- 
sponsibilities of the life insurance bus- 
iness. 

The cooperative advertising pro- 
gram and the current campaign, “When 
Someone’s Counting on You. . . .,” will 
be discussed. Clarence J. Myers, pres- 
ident of New York Life, will speak for 
the planning committee. William P. 
Worthington, president of Home Life 
of New York, will speak for a com- 
pany. Donald F. Barnes, director of 
promotion and advertising of the in- 
stitute, also will take part. 

A preliminary report on a new na- 
tional survey on ownership of and pub- 
lic attitudes toward life insurance will 
be presented. Virginia T. Holran, di- 
rector of the division of statistics and 
research, will outline survey objectives. 
Albert I. Hermalin, assistant statistical 
director, will present some preliminary 
findings, including the new figure on 
the number of policyholders. 

Holgar J. Johnson, president of the 
institute, will close the morning ses- 
sion by leading the staff in a discussion 
of “Why We Do What We Do,” report- 
ing on activities. 

Frank Pace Jr., executive vice-presi- 
dent and board member of General 
Dynamics Corp. and former secretary 
of the army, will speak at the luncheon. 

The annual business meeting, with 
election of board members for the 
year, will be held in the afternoon. Aft- 
er the general meeting, the new board 
will organize, elect a chairman and 
staff officers for the year. 





Life Insurance Counsel 


to Honor F »-Presidents 


A ceremony honoring past presidents 
of Assn. of Life Insurance Counsel 
will be held at the conclusion of the 
Dec. 12-13 winter meeting at Waldorf- 
Astoria hotel in New York City. 

Thirteen past presidents will be 
awarded gavels and citations at the 
special event, which will be the final 
item of business on Dec. 13. This 
ceremony, to be held for the first 
time this year, will become an annual 
feature of the meetings. 


LIAMA Promotes Fiquet, 


Leavitt, Shackelford 


LIAMA has advanced W. Thomas 
Fiquet, T. Benson Leavitt and Sam G. 
Shackelford to senior consultants. 

Mr. Fiquet joined LIAMA in 1954 
after serving as manager of American 
Reserve Life at St. Louis. Mr. Leavitt 
joined last January after serving as 
director of agency service of American 
United Life of Indianapolis. Mr. 
Shackelford, with LIAMA since 1953, 
had been assistant director of Southern 
Methodist institute. 


DeVilliers to Cincinnati Post 


Robert J. DeVilliers, assistant man- 
ager of New York City at Paducah, 
Ky., has joined Minnesota Mutual Life 
as assistant general agent at Cincin- 
nati. 

Starting in insurance with National 
Service Life, Mr. DeVilliers became 
a New York Life agent in 1951, ad- 
vancing to assistant manager at St. 
Paul the following year. He went to 
Paducah in 1953. 








N.Y. Life to Pay 
$93.2 Million in 
Dividends in 1956 


New York Life will pay a record 
total of $93.2 million in dividends to 
individual life and annuity policy- 
holders in 1956, increase $10.5 million 
or 12.7%. 

Company growth is responsible for 
$5.2 million of the increase, and 
changed dividend scales for certain 
categories of policies are responsible 
for the remaining $5.3 million increase. 
Dividends will vary according to 
amount of policy, plan and benefits, 
age at issue, and length of time in 
force. 

Annual dividends on “A. D. 54” 
issues of whole life and term plans, in- 
cluding mortgage protection term, will 
be greater. Annual dividends on A. D. 
44 and prior issues, generally issued 
before Nov. 17, 1947, will be greater 
for all plans, ages and durations, with 
minor exceptions. The aggregate divi- 
dends will be 10% greater, although 
they may be larger or smaller in some 
instances. The scales of 10th, 15th and 
20th year extra dividends applicable 
to these issues in 1955 will be con- 
tinued next year. Of the total $5.3 mil- 
lion increase in annual dividends if 
the 1955 scale had been continued, 
$4.3 million relates to A. D. 44 and 
prior issues. 

The program in 1956 for A. D. 48 and 
A. D. 54 issues contemplates paying 
termination dividends where such pol- 
icies terminate by death, surrender or 
endowment maturity, provided they 
meet conditions such as time in force. 
The 1956 program, in this respect, will 
be made consistent with established 
practice for A. D. 44 and prior C. A. D. 
issues. In 1955, payment of termination 
dividends on death was not contem- 
plated under A. D. 48 and A. D. 54 
issues. The 1956 termination dividend 
program for A. D. 48 and A. D. 54 
issues does not contemplate any change 
in amounts of termination dividends 
per $1,000 of face amount. 


Heretofore, termination dividends 
under A. D. 44 and prior C. A. D. 
issues, generally issued from Dec. 1, 
1906, to Nov. 16, 1947, have been pay- 
able under certain categories of these 
policies on termination by death, cash 
surrender or endowment maturity 
after they have been in force 20 or 
more years. The 1956 program for such 
policies provides, in addition, for ter- 
mination dividends on those which ter- 
minate on or after the end of 10 
years, and before the end of 20 years, 
if insured has attained age 65 or over. 

Under the 1955 termination dividend 
program for A. D. 44 and prior 
C. A. D. issues, termination dividends 
were not payable under endowment, re- 
tirement income and annuity endow- 
ment policies maturing at fixed ages. 
In 1956, the termination dividend pro- 
gram will be extended to cover A. D. 
35 and later issues on these plans, 
generally issued after Jan. 1, 1935. 

Under the 1956 termination dividend 
program, the same scale of termination 
dividends as contemplated for A. D. 
48 and A. D. 54 issues will be appli- 
cable to A. D. 44 and prior C. A. D. 
issues. This will result generally in 
payment of higher termination divi- 
dends on A. D. 44 and prior C. A. D. 
policies issued at ages 40 and over, 
and lower dividends on such policies 
issued at younger ages. This new 
grading of termination dividends by 
issue age for A. D. 44 and prior C. A. D. 
issues is in keeping with actual inci- 
dence of surplus earnings. 


PUBLIC GAINS: REEDER 


Sees Good in Rate 
Ads, Specials, ‘Even’ 
Variable Annuities 


Whatever objections there may be ty 
“specials,” rate advertising, and even 
variable annuities, the appearance of 
all of them indicates a high degree 
of competitiveness in the life insurance 
business that is healthy and for the 
benefit of the insuring public, py 
Clifton L. Reeder, medical directo, 
of Continental Assurance, told a meet. 
ing of Indianapolis General Agents g 
Managers Assn. 

Only competition brings progres 
and improvement, Dr. Reeder de. 
clared, adding that it is “heartening 
to see indications that competition jg 
highly active in life insurance.” 

Speaking on “Modern Trends in 
Underwriting,” Dr. Reeder said today's 
advancement in flying safety has put 
a new light on the evaluation of com. 
mercial pilot risks and even private 
pilots of experience and gocd safety 
record. He expressed some concern, 
however, as to the effect the introduc. 
tion of jet transports might have jp 
view of the adverse British experience. 

“In view of the fact that profession- 
al pilcts have to be in good physical 
condition and that their reflexes are 
better than average, they may even 
be better than average accident risks,” 
Dr. Reeder observed. 

The increased writing of term and 
of large business insurance policies 
may call for revaluation of the “quota” 
system to determining a man’s insur- 
able value, Dr. Reeder said. “It is 
probable that our present standards 
are too low,” he speculated. 

Modern trends in underwriting also 
show a renaissance in medical under- 
writing, Dr. Reeder reported. “Medi- 
cal underwriting is much more con- 
plicated today than it was a few years 
ago,” he stated. Much of the complica- 
tion comes from trying to set up more 
classifications and _ sub-classifications 
to meet competition. More substand- 
ard is being issued, some companies 
being willing to go to 1000% of stand- 
ard, and experimental underwriting— 
such as ccronaries—is being under- 
taken. He expressed the opinion, how- 
ever, that some companies are going 
into experimental underwriting too 
liberally in view of the lack of mor- 
tality statistics in most fields in which 
the experimentation is being under- 
taken. 

One of the effects of the renaissance 
in underwriting, Dr. Reeder pcinted 
out, is increased limits of issue which 
are “drying up” the surplus end of the 
agency business. 

Dr. Reeder concluded by calling for 
field forces and home office under- 
writers to work more as a team and 
not to consider their points of view 
cpposed to each other. “Most of today’s 
underwriting,” he stated, “is aimed not 
at rejecting applications but at finding 
some basis on which they can be 
issued. 

In the business sessicn of the meet- 
ing, the association voted to go 
an automatic GAMC_ membership 
basis, increasing dues by the amount 
of the GAMC dues and earmarking the 
increase for GAMC. In addition, the 
constitution was amended to appoint 
a GAMC delegate. Claude Jones, Con- 
necticut Mutual, former NALU trustee, 
was named to the post. 
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MEMORANDUM FILED WITH DEPARTMENTS 





Pru Explains How It Would Guarantee 
Variable Annuity Expenses, Mortality 


NEWARK—Prudential has released 
4 memorandum which it has supplied 
to various state insurance departments 
to illustrate how mortality and ex- 

ense factors can be guaranteed under 
prudential’s approach to writing the 
yariable annuity contract. 

There has been some _ confusion 
among those not familiar with the var- 
iable annuity as to how a company 
could have its variable annuity busi- 
ness segregated in a separate account 
and yet have mortality and expenses 
guaranteed by the general assets of 
the entire company. 

In essence the Prudential plan calls 
for an expense loading and a mortality 
ratio which are calculated with the 
idea that they will be adequate. This 
is the same procedure, of course, that 
is followed with other classes of busi- 
ness, such as conventional annuities, 
income disability, double indemnity, 
etc. 

. e * 

The insurer would assume the risk 
that actual expenses might exceed the 
specified provision for expenses or 
that mortality might be lower than 
provided for by the specified mortality 
basis. In such respects, the company 
position would be no different than 
under conventional fixed-dollar con- 
tracts. Any divisible surplus arising 
under variable annuity contracts by 
reason of the margins provided (in- 
cluding the actuarial margin deducted 
from investment results) would be de- 
termined and apportioned by the in- 
surer, using suitable adaptations of 
conventional actuarial methods of life 
company dividend distribution. A var- 
iable contract account unit would be 
the basic unit of participation in the 
investment results of the variable con- 
tract account. It (a) would change in 
value to reflect investment income as 
well as capital gains and losses, both 
realized and unrealized, (b) would not 
receive the full benefit of all invest- 
ment results, since the contract would 
provide for an actuarial margin to be 
deducted and (c) would not be af- 
fected by expenses or mortality. 

The value of a variable contract ac- 
count unit would change in accordance 
with investment experience. The fre- 
quency with which the value would 
be determined might vary for different 
purposes. In the case of variable an- 
nuity contracts issued on an individual 
basis, it might be appropriate to deter- 
mine the value at the end of each 
calendar month. For this purpose the 
following greatly simplified example 
illustrates the basic principles. 

A. Assume that the variable: con- 
tract account is established at the end 
of January, 1956, at which time pay- 
ments totalling $1 million are received 
under variable annuity contracts. As- 
sume further that the value of a vari- 
able contract account unit as of Jan. 
31, 1956, is set at $10. 

B. Assume that no funds are added 
to or taken out of the variable contract 
account during the month of Febru- 
ary, 1956, and that at the end of Feb- 
Tuary, 1956, the market value of the 
assets of the variable contract account 
Ils $1,010,000. 

C. The gross investment factor for 
the month of February, 1956 would 

be determined in accordanee with a 
procedure outlined in the contract, as 
follows: : ast 

D. Assume that the contract “speci- 


.fied an actuarial margin of .001 to be 


deducted from the gross investment 
factor, on a monthly basis. 

E. The net investment factor for the 
month of February, 1956, would be 
1.0100 minus .001 equals 1.0090. 


F. The value of a variable contract 
account unit as of the end of February, 
1956, would be determined, as speci- 
fied in the contract, as the product of 
(i) the value at the end of January 
($10) and (ii) the net investment fac- 
tor for February (1.009); or $10.09. 

The above example is_ simplified. 
The contract would specify that the 
gross investment factor for any month 
would be determined by the company, 
by applying generally accepted ac- 
counting principles to analyze the in- 
vestment experience of the variable 
contract account for the month, in 
terms of the number of dollars at the 
end of the month that result from one 
dollar remaining invested in the vari- 
able contract account from the begin- 
ning of the month. It would summarize 
the result of the monthly rate of 
capital gains and losses, both realized 
and unrealized, as well as investment 
income. 

The accounting methods used to de- 
termine the gross investment factor 
would be similar to those used by 
most insurance companies to allocate 
investment results to branch of busi- 
ness. The gross investment factor for 
any month, being a purely investment 
factor, would not depend upon expens- 
es or mortality. Thus the value of a 
variable contract account unit at any 


time would not be affected by expens- 
es or mortality. 

In this way the value of a variable 
contract account unit would be estab- 
lished for the end of each month. 

An individual variable annuity con- 
tract would provide that a _ fixed 
monthly stipulated payment would be 
due on the first of each month, and 
provide further that a specified por- 
tion of each stipulated payment paid 
under the contract within the period 
allowed would be applied to purchase 
variable contract account units at the 
end of the month in which due. The 


portion to be applied would represent 
(CONTINUED ON PAGE 14) 





Capital Life Case 


to Circuit Court 


Charges of conspiracy against former 
South Carolina Insurance Commission- 
er D. D. Murphy and Bradley Layton, 
former vice-president of Guaranty 
F.&M. of Columbia, S.C., which is in 
receivership, and others have been re- 
ferred to the circuit court in South 
Carolina for grand jury action. The ac- 
tion was taken by Judge Lumpkin after 
a preliminary hearing. 

Mr. Murphy and Mr. Layton are 
charged, along with G. R. P. Farquhar, 
president of Guaranty F.&M., with 
having brought pressure to force the 
sale of Capital Life of Columbia to 
United of Chicago. Mr. Farquhar was 
not involved in the preliminary hear- 
ing. 





Duncan Picked as Alaska 


Insurance Commissioner 


Ross Duncan, formerly assistant to 
Commissioner Hammel of Nevada, has 
been selected out of a field of 80 ap- 
plicants as the new insurance commis- 
sioner of Alaska. 





COMMONWEALTH 
LIFE 


INSURANCE COMPANY 






"One of the Nation’s 
- fastest-growing 
* companies 


HOME OFFICE: 


Wr, 
‘tn Commonwealth Building 
Louisville 
The Largest, Finest Office 
Building in Kentucky 


Legal Aspects of 
Tie-in Sale Eyed 
at Cal. Hearing 


Those participating in the hearing 
at San Francisco, called by Commis- 
sioner McConnell, California, to ex- 
plore. the problem as to whether his 
state could approve—and_license— 
salesmen for securities and mutual 
trust concerns with life insurance tie- 
ins, brought forth a full day’s discus- 
sion and argument which finally 
brought out the insurance department’s 
position or question: 

“It is not a question of which is the 
best plan but what is legal under Cali- 
fornia law?” 

There were many divergent views 
expressed by representatives of Inves- 
tors Diversified Services and the or- 
ganized life agents. The problem of 
group creditors’ life also came before 
the hearing, the result of an “on-rec- 
ord” request of Boston Trust of Ten- 
nessee for approval of its group insur- 
ance plan written some four years ago 
by John Hancock in Tennessee. Cali- 
fornia law prohibits such group poli- 
cies, but this point for approval is 
based upon the fact that Boston Trust 
is licensed to sell its securities or con- 
tracts in California and it is hopeful to 
attach its group coverage for California 
clients who desire this insurance pro- 
tection of their investment. It was 
brought out that in this case the secur- 
ities of the trust fund would be sold in 
California by registered and licensed 
security dealers and brokers and not 
by individual agents, as in the case of 
the Investors Diversified Services. 


Investors Diversified Services is 
selling its “tie-in” insurance through 
its individual “independent contrac- 
tors’ ” contracts. Approximately 121 of 
these IDS salesmen have certificates of 
convenience or temporary life agents’ 
licenses from the California depart- 
ment. The life underwriters associa- 
tions have complained of this situa- 
tion; this brought about the hearing— 
which, though entirely exploratory, 
went into many details, pro and con. 

The major question was on the ar- 
rangement between IDS and North 
American Life & Casualty of Minne- 
apolis. It was brought out that the 
life company sponsored the salesmen 
of the IDS in applications for life 
agents’ licenses. Evidence was pre- 
sented by the company that these 
salesmen receive life insurance train- 
ing from the company and that, upon 
completion of their probationary peri- 
od, they will take the regular examin- 
ations for permanent licenses. 


The position of the insurance de- 
partment was presented by John N. 
Andrews, assistant chief of the com- 
pliance and legal division, who said 
there were two approaches to the 
question—sale of individual insurance 
to cover the unpaid balance of the 
security purchasing contract and sec- 
ondly, the question as to whether 
group insurance, issued outside of Cal- 
ifornia to cover the unpaid balance of 
California clients of the mutual trust, 
can be considered legal and whether 
sellers of such securities should be 
licensed as insurance agents. 

He reminded the group that, unless 
it was shown otherwise, applications 
for certificates of convenience, spon- 
sored by an admitted company, for 

(CONTINUED ON PAGE 10) 
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GEORGE JOHNSON ASKS: 





What Happens If Life Companies Let the 
Variable Annuity Get Away from Them? 


Following is a condensed version of 
a talk on variable annuities given 
before the Indianapolis CLU chapter 
by President George E. Johnson of 
Variable Annuity Life of Washington. 

The life insurance industry must 
squarely face two fundamental issues: 

1. Can the life 
insurance industry 
hoard life annui- 
ties? Can it pre- 
vent corporations 
outside the life in- 
surance __ industry 
from selling life 
annuities when the 
insurance industry 
is failing to meet 
the public need?— 
the need for life 
insurance annui- 
ties providing 
yields that are higher. 





George E. Johnson 


Can it justify a lack of diversifica- 
tion between bonds and stocks in the 
investments supporting life annuities? 
Can it deny the public the privilege 
of buying life annuities having a ten- 
dency to vary with the cost of living? 
Can it afford to brush off inflation as 
“God’s will” while large numbers of 
annuitants are suffering from lack of 
purchasing power income? Can it say 
to the public, “If you want a life an- 
nuity you must buy a fixed-dollar 
annuity based exclusively on low 
yield debt obligations. You cannot have 
anything else. Papa knows best”? 

Is this not a selfish and callous posi- 
tion? Will it not do irreparable harm 
to the life insurance industry? 

The issue is not whether fixed an- 
nuities are better than variable annui- 
ties. The issue is not whether 
investments in stocks are better than 
investments in bonds. The issue is 
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whether the life insurance industry has 
the right to say that no one, no one at 
all, may have variable annuities based 
on equity investments. 

The issue is whether we can slam the 
door on those members of the public 
who want anc demand a different type 
of annuity than we have in our kit. 

2. Should life annuities be abandon- 
ed to corporations outside the life in- 
surance industry? Should not the life 
insurance industry retain its traditional 
supervision of the sale of life contin- 
agencies? Is some other agency better 
equipped to regulate the sale of life 
contingencies based on _ mortality 
tables? Once there is other than state 
regulation on life contingencies, where 
will it end? Will the only remaining 
function of life insurance companies be 
to sell term insurance? 


Do life insurance salesmen want to 
compete with salesmen whe have no 
tradition, training or background in the 
life insurance industry and who are 
not interested in life insurance and who 
do not need to account to state insur- 
ance departments for any misrepresen- 
tations they may make? How will life 
insurance agents feel about this kind 
of competition? How will we deal with 
incomplete comparisons? Will the 
public be any less confused by two 
separate groups of salesmen who will 
be making conflicting claims and who 
will be regulated by separate govern- 
mental agencies? 

The issue is not one of stock vs 
bonds. Variable annuities can be based 
on bonds and mortage investments. In 
many states insurance laws permit 
100% investment in common stocks. 
Many insurance companies other than 
life invest heavily in common stocks. 

The issue is not one of selling secur- 
ities. A bond is just as much a security 
as a Stock. A variable annuity company 
is no more selling stocks when it sells 
a variable life annuity than a conven- 
tional life insurance company is selling 
bonds when it sells a fixed dollar life 
annuity. 


The issue is not one of semantics. 
The words “life annuity’ were used 
before legal reserve life insurance was 
born. There are no words in the Eng- 
lish language to describe a life annuity 
except “life annuity,” that is, to des- 
cribe a series of payments at regular 
intervals over a period measured by a 
person’s lifetime and distributing both 
his capital and income. 

The issue is not whether the pay- 
ments will vary, since all participating 
annuities vary in amount to the extent 
of the dividend. 

In my opinion, the variable annuity 
should be developed and regulated in 
the life insurance business and should 
be supervised exclusively by state in- 
urance departments. By making all life 
annuities sold by salesmen regulated 
by the same agency we have the best 
chance of avoiding any possibility of 
confusion. By having all life annuity 
companies regulated by state insurance 
departments we have the best chance 
of offering the public life contingencies 
on a sound basis. 


— 


Brown New Colorado 
Deputy Commissioner 


Robert L. Brown has been named 
deputy commissioner of Colorado. He 
joined the department as a junior 
examiner in 1947, and most recently 
has been senior examiner. Before 1947 
he was auditor for Federal Crop In- 
surance Corp. 


MDRT Meeting Dates 
for Year After Next 
Are June 30-July 3 


The 1957 meeting of the Million Dol- 
lar Round Table,will be held June 39. 


July 3, according 
to Howard OD. 
Goldman, MDRT 
vice-chairman. Mr. 
Goldman, who is 
general agent for 
Northwestern Mu- 
tual Life at Rich- 
mond, will in the 
normal  progress- 
ion be chairman 
for 1957. 

Mr. Goldman 
explained that 
while the place for 
the 1947 meeting is 





Howard Goldman 


not being announced now, the execy. 
tive committee felt it desirable to in. 
form those in the business and, in par. 
ticular, the home offices about the 1957 
meeting dates as tar as possible in adq- 
vance so as to avoid conflicts of dates 


if possible. 


The 1956 annual meeting, as ap- 
nounced last June, will be a convention 
cruise aboard the Swedish-American 
Line motorship Kungsholm from New 
York to Bermuda May 16-21. 





Pacific Mutual Names 
E. S. Smith Agency Secretary 


E. Stanley Smith has been named 
agency secretary of Pacific Mutual 
Life, succeeding Jens Smith, who js 
retiring after more ‘than 45 years in 


agency work. 


Stanley Smith joined Pacific Mutual 
in 1931, serving in various home office 
departments until 1937, when he was 
assigned to the railroad department, 
becoming its western manager in 1944. 
When Pacific Mutual consolidated its 
railroad department administration in 
Chicago in 1951, Mr. Smith remained 
at Los Angeles, transferring to the 


agency department. 





Florida 
California 
New York 
Texas 
Midwest 


confidential. 


330 S. Wells St. 





These are 5 of the many actuarial 
openings in various parts of the coun- 
try that are currently open. 


Of course, all correspondence is 


FERGASON PERSONNEL 


HArrison 7-9040 


$14,000 
15,000 
12,000 
15,000 
16,000 


Chicago 6, Ill. 








BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 
340 Pine Street, San Francisco 4, Californio 

Southern Califernic & Arizona Branch Office 
9935 Santa Menica Bivd., Beverly Hills, Cellf. 
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Case Study Tells How Big Electronic Computer 
Was Put into Operation by Large Life Company 


The Introduction of an Electronic 
Computer in a Large Insurance Com- 
pany is the title of a 22-page booklet 
published by bureau of labor statistics, 
U.S. Department of Labor, as second 
in a series of studies on the applica- 
tion of automatic technology. 

The report is a case history of the 
effects of introduction of a large elec- 
tronic computer in the home office of 
an actual life company, identified as 
ABC Life, which writes a large and 
diversified volume of business. Most 
of the information was collected by 
members of the bureau’s division of 
productivity and technological devel- 
opments. 

The life company was selected for 
study because the industry is using 
five of the 15 large computers being 
used in business and has had longer 
experience with them. The insurance 
business has no unique quality lending 
itself to use of computers, but the in- 
crease in quantity of routine paper 
work, perhaps more than in other 
areas, is a controlling factor in using 
electronic techniques. The growth of 
life insurance in force in the past 15 
years underscores the mounting pres- 
sure felt in the business to find new 
and better methods of data processing. 

The company planned carefully for 
the computer, not only in the technical 
aspects, but also in the “sensitive field 
of human adjustment to change,” the 
booklet said. It was to replace in great 
part the jobs of 133 persons in the 
classification sections of one division. 
The employes were not laid off. They 
were interviewed to determine job 
preferences in other areas and, except 
for normal turnover, all are being re- 
located successfully elsewhere. Affect- 
ed employes were told in advance, and 
no attempt was made to gloss over the 
effects of the computer in their section. 

Certain factors which “contributed 
materially to the success and ease of 
the adjustment” may not prevail 
among all businesses now considering 
computers, the report said. These are 
the company’s growth to meet an ex- 
panding volume of business; a shortage 
and relatively high turnover of female 
clerks; and the basic similarity of job 
requirements among many company 
divisions, permitting easy transferabil- 
ity. 

AEC Life, plagued by high turnover 
of lower grade clerks and almost con- 
tinually short of help due to business 
expansion, became interested in office 
mechanization. In 1948, a committee 
was appointed to investigate comput- 
ers. The company doses not discharge 
or downgrade employes due to techno- 
logical change. Employes know new 
methods will not affect job security 
because they may be transferred to 
other departments when a new device 
eliminates their jobs, the booklet said. 
In this case, the classification sections 
Process data from 850,000 policies on 
which some transaction has occurred 
each month. The work, done on 
punched card equipment before the 
innovation, included sorting, classify- 
ing and calculating. There were 125 
card machines employed and 3.25 mil- 
lion cards used each month. The ma- 
chines’ rental totaled $235,000 a year. 
There were 800 employes in the divi- 
sion. 

The planning committee was aided 
by two subgroups, one consisting of 
systems and procedure people from 
various divisions and the other from 
the division being studied. The latter 
group recommended in 1953 that an 
electronic system be installed. After 


planning procedures necessary to re- 
place the punched card methods and 
estimating potential saving, acquisition 
of the computer was recommended to 
the president. 

The decision in mid-1953 to obtain 
a computer was based partly on knowl- 
edge of successful operation of a sim- 
ilar system in U.S. bureau of the cen- 
sus. Also, experimentation with the 


classification sections would not jeop- 
ardize relations with customers be- 
cause they were not in direct client 
service. The high degree of mechniza- 
tion in these sections meant less de- 
velopment work would be _ required 
than in converting wholly manual 
clerical procedures. And the burden of 
work in these sections was constantly 
mounting. Executives based their total 
decision on sound economics in an ex- 
panding company. 

After the computer was installed in 
mid-1954, representatives of the com- 


puter company remained to help the 
eight operators selected to form the 
nucleus of the staff. Meanwhile, a 
home office publication described the 
new equipment and repeated the com- 
pany’s policy of no layoffs, due to its 
installation. The 198 persons formerly 
needed to carry out functions in areas 
directly affected by the machine will 
be reduced to 85 by June, 1956, when 
it is expected the installation will be 
complete and free from the problems 
which arise from introduction of so 
(CONTINUED ON PAGE 16) 
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The Businessman 
This brand-new policy is ideally 
suited to provide protection 
temporary 
need. It offers the life insurance 
you need at a minimum rate. 


against a business 


New MONY 
‘TRAT’ Policy 
offers ‘10,000 
of Life Insurance 


at an initial rate of 


Only 16¢ A Day! 


The Young Family Man 
This low-premium policy is de- 
signed for the young family man 
just getting started in his career 
—when life insurance needs are 
greatest and his budget is limited. 












(BASED ON AGE 30) 


HIGHLIGHTS OF THE ‘‘TEMPORARY MODIFIED TERM”: 


@ Sold in amounts of $10,000 or more. 


@ Can be converted at any time during the 5- 
year period to the same amount of permanent 


AtA 
insurance . . . without further evidence of in- Rehan 30 
surability. First year 


Second year 
Third through fifth years 


At Age 40 








a om OF New Yor« 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 
Broadway ot 55th Street, New York 19, N. Y. 


First year 
Second year 
Third through fifth years 


Halleati 





Life insurance— Accident and Sick 





Retirement Plans... POR INDIVIDUALS AND EMPLOYEE GROUPS 


MONY TODAY MEANS MONEY TOMORROW! 


e Sample gross premiums, 
and illustrative average net cost for $10,000: 


dividend illustrations 





Gross illustrative 
Premium Dividends* 
(payable at end of 2nd and !ater policy years) 
$57.20 None 
$57.20 $25.50 
$82.70 $25.50 


INMustrative net cost averages $52.10 a year 


$83.90 None 
$83.90 $32.70 
$116.60 $32.70 


Wlustrative net cost averages $77.36 a year 


*Dividend illustrations are in no sense guarantees or even estimates of 
future dividends, which must depend on future experience and the an- 


nual action of the Company’s Trustees. 
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Milwaukee Bank Offers 
Savings Depositors 
$1,000 in Free Coverage 


Marine National Exchange bank. 
Milwaukee, is offering its savings ac- 
count depositors up to $1,000 in life 
insurance without charge in a com- 
bined savings-insurance plan with 


When you need temporary 


Minnesota Mutual Life as the insurer. 
The plan is to be available in other 
cities, on a one bank in a city arrange- 
ment. 

Eliot G. Fitch, bank president, said 
as far as he knows Marine National is 
the only bank in the country which 
provides the life coverage to savings 
depositors at no cost, explaining that 
a premium is charged for similar plans 


office help FAST...call 
manpower, Inc. 


Hundreds of leading insurance companies, 


agents and brokers call Manpower, Inc., 
to get work done at a saving during peak 
period, emergencies and special projects. 


@ TYPISTS—STENOGRAPHERS 

@ Policy Typing (hourly or on piece-work basis) 
@ Systems Installation and Changeover 

@ Calculating Machine Operators @ File Clerks 


@ Complete Mailing Service (Direct mail, Premium Notices, ete.) 
@ ANY kind of temporary office help ‘ 
Our bonded, insured employees work in your office or ours 
...for four hours, a day, month or longer. We pay them, 
keep ALL records...saving you the cost of advertising, 
interviewing, record keeping, payroll, taxes, Unemployment 
Comp., Social Security, etc. All you pay are low hourly rates. 


phone our office nearest you for quick service 





through other banks. 

For every dollar up to $1,000 de- 
posited in a Marine National savings 
account, the bank will match the ac- 
count dollar for dollar with life cover- 
age. For example, if a depositor dies 
with $240 in a savings account, the 
beneficiary would receive double that 
amount. A minimum savings account 
of $10 is required to enter the plan. 
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Agents Make MONKEY ‘Out of President 


While President Wade was on vacation the field force found themselves in a 
unique contest called, ‘Let's Make a Monkey Out of Wade!” The idea was to have 
the biggest six weeks sales production in the history of the Company while he was 
away. AND THAT THEY DID! As one agent said, “Where else could you find such 
competitive merchandise, offering fat commission checks, and giving you prizes 
for making a ‘monkey’ out of the president?” ... NOWHERE!. . . So why not write 
us if you want to really enjoy the insurance business! 
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Mr. Fitch compared the plan 
group coverage. Anyone from ages 
through 55 is eligible and the “doubj. 
dollar” feature remains in force unt 
age 60, when the coverage can hp 
converted into an ordinary policy 
without medical examination. 

There is no medical for entering the 
plan and only those ruled ineligible for 
regular life coverage are barred. 

Mr. Fitch claims it would be ty 
the advantage of a saver who tempo- 
rarily needs money to secure gq loan 
rather than disturb his insurance py 
withdrawal from his savings account 
However, savers who close out Po 
counts can later reenter the plan. 

The bank continues to pay 1% in. 
terest on saving accounts. The plan 
is seen as a move to meet competition 
from savings and loan associations 
which pay a higher interest. 


Dead Soldier’s Father 
Wins Korean War 


Clause Case in Colo. 

The father of a Colorado soldier kil]. 
ed in Korea recently won a court battle 
to collect his son’s life insurance, there. 
by disrupting a current trend favorable 
to insurers in this type of case. 

Judge John N. Mabry in a Colorado 
district court at Trinidad granted a 
judgment of $1,280 to the soldier's 
father in his suit against Pyramid life 

Pyramid had contended that the 
soldier’s policy was not valid because 
the Korean conflict was actually a war 
without formal declaration and there. 
fore the company had invoked the “war 
clause.” 

However, the court substantiated 
the father’s claim that the Korean 
situation was a “police action,” and 
that the policy had been in effect at 
the time of the young man’s death. 

The court ordered the insurer to pay 
the $1,000 amount of the policy, plus 
$267 interest dating from the soldier’s 
death in May, 1951, together with $13 
court costs. 





The court granted the company 60 
days stay of execution and 60 days to 
appeal the ruling to the Colorado su- 
preme court. Since the action is 
believed to be a “test case’ in Colo- 
rado, it is likely the appeal will be 
made. 

The supreme courts of Iowa, Texas 
and Massachusetts all have decided 
similar cases in favor of the insurer. 
C. Clark Bryan, assistant general 
counsel, American Life Convention, 
said the Pennsylvania supreme court is 
the only state high court that has ruled 
for the insured in a case involving a 
war clause and the Korean conflict. 

Out of some 25 cases involving war 
clauses and the Korean situation, 19 
have been decided favorably and six 
unfavorably. Mr. Bryan explained that 
unfavorable decisions for the most part 
were cases heard several years ago in 
state trial courts and never appealed. 

Mr. Bryan said that in all instances 
where the Korean war clause cases 
have reached federal courts and in 
most instances where they have reach- 
ed state appellate courts the decisions 
have been favorable for the insurers. 

The U.S. Supreme court has been 
approached a couple of times with 
Korean cases but has refused to hear 
them. Mr. Bryan said federal district 
courts hear such cases only when in- 
terstate citizenship is involved and the 
amount in question exceeds $3,000. 





Los Angeles CLU chapter will hear a 
talk by William, J. Casey of Institute 
for Business Planning, New York City, 
at a special meeting Nov. 29. 


YUM 
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Equitable Boosts 
Ordinary Dividends 
4% for Next Year 


Equitable Society has adopted a 
liberalized dividend scale for 1956 to 
provide 4% more in aggregate divi- 
dends to ordinary policyholders. The 
liberalizations are granted for per- 
manent plans in the general issue age 
range over 40 with relatively little 
change under current issues at the 
younger ages and under term plans. 

” The company has adjusted the scale 
of termination dividends allotted un- 
der current practice to policyholders 
who surrender policies for cash, ex- 
cluding as in the past certain classes 
of policies of older series. The new 
scale increases termination dividends 
in the years imediately preceding the 
g0th policy year; which in the past 
has been the earliest duration for 
which such dividends were allotted. 

Dividends on the new scale show an 
increase for the current series 95 an- 
nual and single premium retirement 
annuity and retirement plan annuity 
contracts. Dividends also will be in- 
creased for annual premium annuities 
of series prior to 95 which involve in- 
terest guarantees of less than 3%. 

This year’s dividend scale will be 
continued into 1956 for all outstanding 
single consideration deferred or im- 
mediate annuities, other than series 95 
single premium retirement and retire- 
ment plan annuities. The 1955 scale 
is continued with respect to excess in- 
terest dividends on supplementary con- 
tracts and on dividends on deposit. 
Dividend deposits in the new scale 
will be accumulated at 3% interest. 
Dividends under supplementary con- 
tracts will be calculated on the basis 
of the excess of 3% over the guaranteed 
interest rate, except for certificates of 
deposit under which an interest rate 
of 15% is guaranteed (withdrawable 
deposit funds), where the dividend 
will be based on the excess of 24% 
over the guaranteed rate. 

The new scale will be the same as 
this year’s as to dividend factors for 
disability and additional indemnity 
benefits. 


Pan-Am Liberalizes 
Aviation Underwriting 


Pan-American Life has liberalized 
the underwriting of aviation risks to 
grant standard insurance to pilots, 
co-pilots and crew members of U. S. 
Commercial airlines flying within the 
continental limits of U. S. and Canada. 
Experienced private pilots will be 
given flying coverage on all life plans 
at standard rates. 

Reasons for the liberalizaticns are 
technological advances in aviation de- 
sign and construction, improved aids 
to air navigation, safety and higher 
Standards of pilot training. 

This is the second liberalization in 
recent months. 


National Old Line to 
Sell 100,000 Shares 


National Old Line of Little Rock has 
filed with securities and exchange com- 
mission a statement seeking registra- 
tion of 50,000 shares each of class A 
and class B common stock, both classes 
having $2 par value. 

The public offering price and under- 
writing terms will be supplied by 
amendment. Principal underwriter is 
Equitabjle Securities Co. The shares 
are outstanding now and will be offered 
for public sale by certain stockholders. 

é Taylor Jr., chairman, holds 
48,812 shares of each class and will 


sell 16,666 class B shares. Lavinia F. 
Taylor owns 19,000 shares of each 
class and will sell 12,500 class A and 
4.167 class B shares. Mr. Taylor, as 
19,000 shares of each class and will 
sell 12,500 class A and 4,167 class B 
shares. W. E. Derby, president, owns 
66,812 shares of each class and will 
sell 25,000 shares of each. 

The company has 250.000 shares of 
each class outstanding. 


Pa. Bill Defines Insurer 


Suspension Measures 


A new bill defining legal procedures 
for the suspension of insurance com- 
panixs in Pennsylvania has been intro- 
duced in the house. 

ine measure, rcicrred to the insur- 
ance committee, would prohibit sus- 
pended companies from issuing poli- 
cies, transferring property or paying 
miuucy Without prior approval of the 
insurance commissioner. The suspend- 
ed company would be required to no- 
tify by mail within 15 days its credi- 
tors, policyholders, members and cer- 
tificate holders of the supension date. 
The department would issue a similar 
notice by newspaper advertising in the 
county in which the company had its 
principal office. 
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Mutual Benefit H.&A. 
FTC Hearing Begins 


WASHINGTON — FTC Examiner 
Lipscomb this week denied the Mu- 
tual Benefit H.&A. motion to dismiss 
the commission’s complaint against it 
and began taking testimony in sup- 
port of the complaint. 

At the same time, Examiner Cox 
held a hearing on FTC’s complaint 
against American Life & Accident. 
S. Brad Hunt, president of that com- 
pany, said the advertising was “ac- 
ceptable” to Missouri insurance au- 
thorities if separated from the appli- 
cation for the policy. He received no 
formal letter approving the matter, 
but no objection to it either, he said. 

Meanwhile, an FTC examiner was 
scheduled to hear oral arguments on 
motion of Indiana to intervene in the 
proceedings against Inter-Ocean. 

Mutual Benefit H.&A. was repre- 
sented by James T. Welch, of Davies, 
Richberg, Tydings, Beebe & Landa, 


and by Former Sen. Burton K. Wheel- 
er, of Montana, while P. R. Dixon and 
R. D. Young, members of the commis- 
sion’s staff, appeared 


in support of 





SAFETY BELTS.. 


Congratulations to the automobile manu- 
facturers who have made safety belts avail- 
able in the 1956 models, and for the other new 


safety features that have been introduced. 


But we hope you never have cause to find 


out how good they really are! 


THE 


NATIONAL LIFE a 
AND ACCIDENT — 


HOME OFFICE _NASHVILLE, TENNESSEE V/ 


complaint and in opposition to the 
company motion to dismiss for lack 
of jurisdicticn. 

e + . 

Company counsel pointed out re- 
peatediy that everything possible had 
been done by their client to comply 
with the views of’ the commission. 
They protested that the commission 
had nevertheless issued, and is prose- 
cuting the complaint despite changes 
in advertising made with approval of 
the FTC staff. 

Mr. Welch said the company sur- 


veyed 1,762,000 policyholders, and 
99.34% of those answering were satis- 
fied with the company’s. over-all 


service and were not misled. 

in view of the recitation of Mutual 
Benefit H.&A.’s conferences with the 
FTC staff and the changing of com- 
pany advertising to satisfy the staff, 
Sen. Burton said the “question is 
raised whether or not there is good 
faith on the part of the commission,” 
He added he has never known of any 
other cases where the respondent tried 
to comply with commission ideas, and 
then was. charged with false and mis- 
leading advertising. 
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A&H life insurance in force exceeds 
Group 

Franchise | $840,000,000.00 

7 | ° 

Hospitalization 
Brokerage 

‘ PLUS: One of the most advanced agents 
Reinsurance 

training programs in the nation. . 

a Supervised offices . . . Trained Group 





. An alert 


Underwriting and home office staff . . . 


men to assist agents. . 


* Top commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo P. Beasley, President Home Office, Dallas 








Continental Assurance 
Canada Office Opened 


The new Canadian head office of 
Continental Casualty and Continental 
Assurance at Toronto was formally 
opened this week by R. Douglas Stu- 
art, U. S. ambassador to Canada. As- 
sisting him in dedication ceremonies 
were J. M. Smith, 1st vice-president of 
Continental, and Ross D. Heins, Cana- 
dian general manager. 

Marked by soaring vertical lines 
and a stainless steel entrance, the head 
office has every modern convenience: 
conditioning that adjusts itself auto- 
matically as tempertature and humid- 
ity changes, shadowless lighting, 
suspended sound-absorbing ceilings, 
working areas entirely free of pillars, 
plus numerous employe facilities. At 
the rear, shrubbery encloses a large 
parking lot. Seven stories high, four 
more stories will be added as the com- 
pany expands. 

Continental began operations in Can- 
ada in 1920. 


Pacific Mutual Major A&H 


Pacific Mutual Life is selling a new 
comprehensive A&H plan with a de- 
ductible of $100 to $500 and maximum 
limits of $5,000 or $7,500. Coverage in- 
cludes hospital room, board and serv- 
ices, doctor and private nurse fees, and 
miscellaneous medical services, sup- 
p ies and appliances. 

Designed primarily for family cov- 
erage, the plan also is available to 
individual adults. 





Furey Addresses Pittsburgh GAs 


W. Rankin Furey, president of Berk- 
shire Life, addressed Pittsburgh Gen- 
eral Agents & Managers Assn. on “If I 
Had a Second Chance.” 


——— 


98% of Applications 


Accepted for Coverage 


Nearly 98 out of every 100 applica. 
tions for ordinary life insurance aye 
now accepted, 7,130,000 such applica. 
tions being approved in 1954, the Ingtj. 
tute of Life Insurance reports. 

All but 170,000 life insurance Policy 
applications were accepted last year. 
Of those accepted, the great bulk was 
at standard rates, about 8% being yp. 
der extra-risk policies at some addj- 
tional premium, according to a survey 
just made by the institute. 

More than half a million policies are 
now approved annually which would 
not have been approved under the ae. 
ceptance practices of a few decades 
ago. The hazardous occupation has a]. 
most disappeared as a bar to the pur. 
chase of life insurance policy and large 
numbers of health impairments which 
would once have precluded policies are 
now within the acceptance rules, 

Heart disease was the leading cause 
of declination, accounting for about 
90,000 such cases in the year. However, 
many persons with minor heart aij. 
ments were accepted for life insurance, 
an estimated 135,000 such cases being 
accepted under extra-risk policies in 
1954. 

Abnormal weight, chiefly over. 
weight, was a negligible factor in the 
declination of policies, fewer than 10,. 
000 applications being turned down last 
year for weight, but it was more of a 
factor in the extra-risk policies, an 
estimated 80,000 new policies being 
put on the extra-risk basis because of 
weight. 





John Hancock employes displayed 
100 hobbies and collections at a two. 
day hobby show in the home office. 
Prizes were awarded. 
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If your ability exceeds your present opportunity, Ay 

then this message is for you. : 

un 

Our ‘‘from now on’”’ program is a balanced opera- — 

tion. Included in this aggressive sales philosophy 

are new life time vested renewal contracts, new S 

field tested sales aids, new supervisory program, nl 

new depth in the field. i 

antl 

Combined with this new sales program are more = 

than 50 years of successful operation (now in 24 Pe 
states, the District of Columbia and Hawaii). This the 
means opportunity for you—the man who wants Pes 

to grow—the man who wants to get ahead— will 
from now on! = 
Write, wire or phone Claire L. Gsell, Agency Vice President TH 
CENTRAL STANDARD LIFE ‘ 
cla 

Sunde (905 +=s INSURANCE COMPANY mer 
211 W. Wacker Drive Chicago 6 “Pr 

adm 




















r 25, 1955 


—=——= 
ns 


erage 


10 applica. 
Irance are 
h applica. 
» the Insti. 
rts. 

Ce Policy 
last year, 
; bulk was 
being un. 
ome addj- 
0 a survey 


olicies are 
ich would 
ler the ac. 
W decades 
on has al- 
0 the pur. 
and large 
nts which 
Olicies are 
‘ules, 

ling cause 
for about 
However, 
heart ail- 
insurance, 
ases being 
Olicies in 


ly over. 
tor in the 
than 10, 
down last 
more of a 
licies, an 
ies being 
ecause of 


displayed 
at a two- 
ne office. 








November 25, 1955 


LIFE INSURANCE EDITION 





Vogler Campaign 
Sets Record for 
American National 


American National agents wrote 
$109,148,950 of new business during a 
two-month drive honoring W. L. Vog- 
ler, executive vice-president, estab- 
lishing a company record. 

The campaign was staged in Sep- 
tember and October with both com- 
pination and ordinary agents partici- 
pating. It was spread over two months 
to avoid overburdening the underwrit- 


W. L. Vogler, right, executive vice- 
president of American National, who 
was henored by a company production 
campaign, is shown receiving congrat- 
ulations from R. A. Furbush, Ist vice- 
president. 


ing and issue departments, which has 
resulted when both departments have 
concentrated the drive into one month. 

The campaign was in honor of Mr. 
Vogler’s anniversary. Starting in life 
insurance as an agent, Mr. Vogler 
through the years has held every field 
position. He went to the home office 
of 1945 as vice president and was ad- 
vanced to executive vice-president two 
years later. 

Campaign results helped continue a 
gain trend established this year by all 
American National departments. The 
increase in insurance in force through 
September was $261,270,580, a gain of 
81% in contrast with the figure for the 
same 1954 period. 


Travelers Liberalizes 
Aviation Underwriting 


Travelers has liberalized aviation 
underwriting to consider civilian and 
crew members of U. S. certificated and 
scheduled airlines for standard insur- 
ance without an aviation exclusion 
rider. 

Some private pilots will be eligible 
for standard without additicnal prem- 
ium if they meet these conditions: fly 
less than 100 hours a year with no 
anticipated increase; minimum of 400 
hours solo flying time; not less than 
30 years of age; good accident record; 
engage in a permanent occupaticn; 
and not fly for pay nor connected with 
the aviation industry. 

Private pilots not qualifying for 
standard under the new conditions 
will be given individual consideration, 
and their ratings will depend on all 
factors in their cases. 


TIAA Makes Top Changes: 


Raises Dividends to 3% 


_Teachers Insurance & Annuity Asso- 
ciation of America and College Retire- 
ment Equities Fund have made these 
appointments: 

Wilmer A. Jenkins, who has been 
administrative vice-president, becomes 
executive vice-president for admini- 





strative affairs; William C. Greenough, 
vice-president and trustee, executive 
vice-president for general policy and 
planning new programs and services; 
Robert N. Duncan becomes vice-presi- 
dent and actuary; Walter Mahlstedt, 
formerly investment officer, becomes 
vice-president; Thomas C. Edwards 
Jr., who has been assistant vice-presi- 
dent, is now vice-president; Richard 
F. F. Nichols, vice-president, becomes 
investment vice-president; Torrey D. 
Dodson Jr. advances to advisory of- 
ficer; Harry B. Freeman Jr., to invest- 


Hogg on Equitable 
Board, Kernan Will 


Become Treasurer 

NEW YORK—Edquitable Society has 
named Robert L. Hogg, senior vice- 
president and advisory counsel, a di- 
rector, effective Jan. 1, on the retire- 
ment of Meredith C. Laffey as vice- 
president and treasurer, and Richard 
D. Kernan will become treasurer. Mr. 
Laffey has been with the company 


president of American Life Coenven- 
tion, has been a senior vice-president 
of Equitable since April, 1954. Before 
joining ALC he was on the Life Insur- 
ance Assn. of America staff from 1935 
to 1944. His experience includes ser- 
ing as a congressman from West Virg- 
inia, state senator there, and prosecut- 
ing attorney. 

Mr. Kernan jcined Equitable in 1932 
after being with the Wood Struthers 
investment firm of New York City. 


ment officer; and Francis P. King to more than 36 years. 
research officer. 


Mr. Hogg, formerly executive vice- 1947. 











HIGHEST 
RENEWAL RATIO 


Of all the insurance papers published in the United States 
(weekly, monthly or semi-monthly) The National Underwriter 
has the highest renewal ratio. What does this mean? Simply 
that a higher percentage of National Underwriter subscribers 
renew their subscriptions from year to year than with any other 


insurance paper. 


The details are shown impartially in the semi-annual state- 
ments of the Audit Bureau of Circulations. They support fully 
our contention that all insurance papers are mot alike, that all 


are not read with the same undiminishing interest. 


Anyone who studies the figures produced by the Audit Bureau 
of Circulations, will discover as we did many years ago that 
year in and year out the renewal ratio of The National Under- 
writer is noticeably higher than that of any other paper in its 
field. 


Liking what they find in The National Underwriter and hav- 
ing a strong disposition to keep on reading it, our subscribers 
constitute a continuing as well as a substantial audience for 


advertisers. 
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Largest Circulation of Any Weekly Insurance Newspaper 





Number 32 of a series. 





He has been assistant treasurer since 
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Legal Aspects of Tie-in Sale Eyed at Cal. Meet 


(CONTINUED FROM PAGE 3) 





such types of salesmen would be is- 
sued as routine procedure. 

Commissioner McConnell said the 
question had been emphasized by a 
news story a few months ago that he 
had approved a “new kind of imsur- 
ance,” resulting in many inquiries and 
some complaints. 

R. Edwin Wood, associate manager 
of Phoenix Mutual Life, past presi- 
dent of California Assn. of Life Un- 
derwriters and San Francisco’s na- 
tional committeeman for NALU., pre- 
sented the position of the agents. He 
said they do not oppose the buying 
of common stocks, but this should be 
done only after the buyer has a 
foundation of adequate life insurance 
and the buying of insurance should 
not be combined with purchase of se- 
curities. 


He said “the real purpose of this tie- 
in is to capitalize on the prestige of 
life insurance”; that the cost is high 
because such contracts are sold large- 
ly to the buyer of odd lots. The invest- 
ment trusts, he continued, appeal to 
the smaller buyer and also to the 
young buyer with a family with little 
life insurance—‘the uninformed buy- 
er.” He cited tax exemptions under life 
insurance as compared with the situa- 
tion where the buyer dies before the 
securities are paid for, or even after. 
Another weakness, he said, is that the 
widow can sell the _ securities, as 
against a guaranteed income from life 
insurance. He stressed the danger of 
dissipation of funds by a widow. In- 
surance policies guarantee their values 
—whereas the stock market fluctuates 
—therefore the package contract guar- 
tees nothing. 

Mr. Wood also mentioned the waiver 
of premium provision of life policies. 
Under the combined plan there is no 
such provision. He also stressed that 
under a program such as that of IDS 
and North American, the public is 
not properly served by “part-time” 
agents who are not particularly in- 
terested in the life insurance attach- 
ment except as something to help sell 
the investment contract. He noted that 
full-time life agents are not licensed 
to sell securities and “they do not pre- 
tend to advise on investments.” Both 
plans, he said, “have their place, but 
they are not compatible—there should 
be a clean separation.” He said the 
overall plan will eventually fail and 
thus bring discredit upon the institu- 
tion of life insurance. 


George Landis, state ..manager of 
Franklin Life with headquarters in 
Los Angeles, told the group that he 
sold these securities for; nine years 
and “I do not know why IDS wants to 
go into the life insurance business.’”’ He 
had been with the predecessor organ- 
ization and he said he personally knew 
several of the investment men present. 
“These men,” he said, “are not in sym- 
pathy with life insurance; most of 
them do not carry much life insurance 
themselves.” He produced-|several cir- 
culars distributed by the! funds and 
read portions which he claimed caused 
misunderstanding and_ ¢onsiderable 
confusion. He told of at least one case 
where a client cashed in all his life 
insurance to buy the investment con- 
tract but instead the money was spent 
on other things, including a new au- 
tomobile. 

Discussions participated in by rep- 
resentative securities executives and 





Mr. Wood as spokesman for the agents 
finally caused Commissioner McCon- 
nell to interject: “There is one reason 
for this hearing—that is to obtain an 
answer to the question of the legality 
of the operation. Neither the propo- 
nents nor the opponents have pre- 
sented any practical facts as to the 
provisions of the legal codes involved. 
I can consider only law—not matters 
of philosophy.” To which Hearing 


Deputy Andrews added: “We are not 
going to decide which is the best plan 
for all the people.” 

John R. Maloney, predecessor to 
Commissioner McConnell, represented 
North American Life & Accident as 
its local attorney, with Robert H. Ryd- 
man, general counsel for the company, 
participating. They outlined the posi- 
tion of the company, and replied to 
numerous exploratory questions by 
Commissioner McConnell regarding 
the company’s methods and contracts 
with IDS and the salesmen they have 
appointed agents. 


Mr. McConnell also was interesteq 
in Maloney’s interpretation of the @a}. 
ifornia licensing laws which prompt. 
ed the company to make the appoint. 
ments. It was brought out during thi. 
period that North American Life jy 
handling the security salesmen-agent, 
with a little additional “care”; they 
are receiving the company’s trainin 
course and each is supplied with , 
booklet explaining the life insurang 
functions and company methods ang 
suggesting how the life  insurang 
phase of a sale be approached. 

Mr. Rydman said these men, now 
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— 
carrying “certificates of convenience,” 
will be expected to take the examina- 
tions as required by law. He also said 
they receive no commission from his 
company, this eliminating any threat 
of coercion or high-pressure, and are 
advised not to over-stress the life in- 
surance angle. The company calls this 
coverage “self completion insurance” 
and the salesman, he said, bring up 
this phase when the securities sales 
js about completed. 

Mr. Rydman stressed the point many 
times that there is no compulsion on 
the part of the client to buy the life 


insurance, saying “there is no danger 
that the buyer will be imposed upon. 
The insurance is offered but he is not 
required to take it.” In response to the 
question, he said, “we have been op- 
erating on this basis in California for 
only a few months—since July. I’d 
say about 2% of the fund buyers also 
buy insurance—but throughout the 
other states where we provide this 
service the percentage is about 50.” 

The final “approach” discussed was 
that of Boston Trust of Tennessee. The 
group arrangement wiih John Han- 
cock has been in operation four years 


and is now registered in 26 states. 
James Furst, president of the Tennes- 
see firm and also a trustee of Invest- 
ment Trust of Boston and president of 
Securities of Massachusetts, defended 
the coverage and its value to the se- 
curities buyer. He emphasized that his 
company is not interested in selling 
life insurance, it is offered as a service 
through the trust company’s dealers 
and brokers—not individual salesmen 
—when the security plan is sold. 
William Keesling, San Francisco at- 
torney for John Hancock, who has 
been studying the proposal from the 
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® DIVIDENDS INCREASED 


Another half-million dollar jump in dividends, effective January 1, 1956 — 
representing an average increase of approximately 7%. 


NEW SUPER-COMPETITIVE POLICY 


MAJOR PROTECTIVE LIFE — $25,000 minimum, Whole Life plan with 
standard benefits. Issued ages 0 to 70—even higher ages considered. Issued 
to 500% mortality. Exceptionally low cost makes “Major Protective” one 
of the top buys in the life insurance industry. 


SPECIAL RATES FOR WOMEN 


“Major Protective” issued to women at rated ages three years younger than 





men! The ideal contract for estate situations where wife-insurance is - 


$500,000 LIMIT — FULL RETENTION 


Phoenix Mutual’s maximum company limit is now $500,000 without 
re-insurance on standard risks under permanent plans for ages 0-70. Photo- 
static issue available for this limit. 


$100,000 DOUBLE INDEMNITY LIMIT 


Company limit for Double Indemnity increased to $100,000. This limit 
applies to corporate as well as personal cases. 


MUT 


HARTFORD, 
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CONNECTICUT 





standpoint of its legality in California. 
expressed the opinion the “plan is 
legal in California.” In his discussion 
of the program, Mr. Furst on several 
occasions said: “I want it definitely 
understood that John Hancock under 
this program is not competing with 
itself or its own agents.” 

Commissioner McConnell asked nu- 
merous questions as to provisions of 
the contracts, such as “who is the 
beneficiary,” but mostly questions hav- 
ing some reflection upon the legal side. 
He asked both factions to submit fur- 
ther data, contracts, legal opinions etc.. 
and said that the department has 
amassed considerable exhibits and oth- 
er data. It was indicated that analyzing 
this mountain of facts, figures and 
opinions will probably take several 
weeks and he hinted that another 
conference may be called before his 
final decision—on both points, individ- 
ual agents and group—can be an- 
nounced. 





N. C. Orders Standard 
A&H Claim Form 


Acting under a new law, Commis- 
sioner Gold of North Carolina has or- 
dered eight physician and _ hospital 
claim forms for A&H and _ hospital 
claims to become the standard forms 
for North Carolina, Jan. 1. 

The forms are those recommended 
by Health Insurance Council, Amer- 
ican Medical Assn. and American 
Hospital Assn. They may be used im- 
mediately but must be used after Jan. 
1 


Mr. Gold said he favored the forms 
because standardization on a nation- 
wide basis could expedite claims. 

North Carolina was the first state to 
pass an act requiring standard forms 
to be used. Mr. Gold said the statute 
also makes it possible for standard- 
ization of policyholder and beneficiary 
forms but his decision does not apply 
to them. 





Disability Reserve 
Return Asked in N. Y. 


Martin E. Segal & Co., New York 
City welfare consultant, has filed a 
brief with the New York state joint 
legislative commission on labor and 
industrial conditions urging legislation 
which will compel insurers to return 
to policyholders $17 million in certain 
premiums collected for statutory dis- 
ability benefits coverage in the state. 
The brief contends that the money 
could be returned without impairing 
current payments to disabled workers. 

Accumulation of reserves under the 
disability law has been accomplished 
by insurers at a rate set each year by 
the insurance department. Some union 
welfare funds have sued the major in- 
surers of dicability for a return of 
these accumulations. 





Travelers Advances 
Person and Wright 


Travelers has named E. Herbert 
Person superintendent of the tax. 
banking and insurance division and 
Kenneth Wright superintendent of the 
payroll division. 

Mr. Person began in insurance with 
Travelers in 1925 in the agency de- 
partment and in 1950 joined the comp- 
troller’s department. In 1952 he was 
named licensed tax and qualification 
assistant and appointed administrative 
assistant this year. 

Mr. Wright joined Travelers in 1938 
in the general accounting division and 
in 1946 transferred to the Hartford 
branch. He returned to the home office 
as a member of the payroll division 
and subsequently was named senior 
accountant. 
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Where Secrecy Is Unwise and Futile 


Was it really wise of the National 
Assn. of Insurance Commissioners 
subcommittee on variable annuities to 
insist that no publicity be given to the 
conference it held last week to elicit 
the views of some 20 life company 
and association representatives? 

We believe such attempts to gag the 
press—without vastly better reasons 
than existed in this case—are as un- 
wise as they are futile. Is our view- 
point prejudiced? Perhaps, but not too 
much, for any newspaper man gets a 
bigger kick out of doing a better job 
than the competition in ferreting out 
what goes on behind closed doors than 
he does just sitting at a press table 
and writing up what every other re- 
porter in the room has equal access to. 

Why do we consider it unwise to at- 
tempt to gag the press at conferences 
such as that held last week? 

First, it is futile. THE NATIONAL 
UNDERWRITER of last week carried a 
column-and-a-half story on the con- 
ference. Considerably less than half 
the text dealt with what went on be- 
fore our reporter was told that no 
one from the press could remain ex- 
cept on condition of not printing any- 
thing about the meeting. 

The unwisdom of a gag that is fu- 
tile is that it invites inaccuracy and 
distortion in the reports of the pro- 
ceedings. It is to the credit of the in- 
surance newspapers that they take all 
the precautions they do to get their 
stories straight even when forced to 
rely on second or third-hand infor- 
mation. We believe the story we car- 
ried was accurate and fair but any 
reporter can do a better job in re- 
porting at first hand what is said at 
a meeting. 

But even assuming that the insur- 
ance papers were to suppress all news 
about a conference of NAIC commit- 
tee members with industry represent- 
atives, there would be even greater 
danger of garbled accounts getting 
around via the grapevine. When a 
topic as hot as the variable annuity is 
being defended by its friends and at- 
tacked by its foes, it doesn’t take long 
for the participants’ statements to get 
circulated by word of mouth. 

So, instead of news being handled 
by a trained reporter for whom ac- 
curacy is second nature, the views ex- 
pounded by the conferees are inev- 
itably colored and distorted by each 
person along the grapevine, no mat- 
ter how sincerely he may wish to 
avoid inaccuracy in relaying them. 

As a matter of fact, anyone who 


has the slightest concern about how 
he is quoted should insist on having 
conscientious reporters present rather 
than taking a chance on what second- 
hand press accounts or the verbal 
grapevine will do to his utterances. 

But there is something above and 
beyond the practical point that it is 
impossible to keep confidential the 
proceedings of a large-scale confer- 
ence. This is the question of principle. 
As a matter of principle, should gag- 
ging the press be attempted when 
there is no better reason than that 
given at the variable annuity confer- 
ence? This reason was that the com- 
pany people would talk more freely 
if no one from the press were present 
reporting what they said. 

The insurance commissioners are 
not autonomous rulers of their do- 
mains. They represent the public and 
they are responsible to the public. 
The public relations implications of a 
confidential session with insurance in- 
dustry representatives are not good. 
What would the average taxpayer’s 
reaction be on learning of such a 
session? Mightn’t it well be, “What 
kind of monkey business goes on when 
they don’t want anybody reporting 
what was said?” 

Of course, we know and everybody 
else in the insurance business knows 
that nothing in the least sinister goes 
on at these conferences, in spite of 
the cloak-and-dagger atmosphere gen- 
erated by excluding the press. All 
that the exclusion means is that some 
people know of occasional instances 
where publicity proved embarrassing 
to somebody. So the quick and easy 
remedy appears to be to keep the re- 
porters out. It is such an easy course, 
in fact, that there can readily be a 
regrettable tendency to resort to it 
with greater frequency and less and 
less reason. 

Just last week the New York World- 
Telegram & Sun found the navy act- 
ing coy about information regarding a 
ship fire, even though not contending 
that security was involved. The navy, 
said the paper, “has simply reverted 
to a habit popular in many govern- 
ment agencies of slamming the door 
in the nose of the free press any time 
and for whatever reason they choose.” 
It’s an easy habit to fall into. We 
hope the NAIC doesn’t yield more and 
more to the temptation to keep con- 
ferences with industry representatives 
“confidential.” 

Finally, from the viewpoint of the 
industry and the commissioners them- 


selves there is an important advan- 
tage in having NAIC committee con- 
ferences publicized as widely and as 
fully as possible. This is the fact that 
publicity enables thousands of people 
who are not at the conferences to 
know what was said. Many of these 
people will have worth-while views 
to express, either directly or through 
their companies or organizations. The 
views thus elicited may well be as 
important as anything brought out at 
the conference itself. 

In contrast to the off-the-record re- 
strictions placed on last week’s vari- 
able annuity conference, a_ similar 
conference which the New York de- 
partment held last December on “spe- 
cial” policies was thrown open to the 
press. This conference, too, dealt with 
a highly controversial situation but 





so far as we have heard nobody wag 
embarrassed by the resulting full pub. 
licity. There was the same advance 
concern lest the presence of reporters 
interfere with full and free discussion 
but it proved entirely groundless. The 
participants spoke their minds so 
frankly that it is impossible to be. 
lieve they could have been more oyt. 
spoken if there had been no newspaper 
men present. 

In throwing conferences open to re. 
porters, there is of course no guar. 
antee against the possibility that 
someone may be embarrassed by be. 
ing misquoted—or being quoted cor. 
rectly. But both on principle and asa 
matter of practicality we believe there 
is far more to be said for letting the 
reporters in than for shutting them 








PERSONALS 


DEATHS 





Edmund Fitzgerald, president of 
Northwestern Mutual Life, has been 
named chirman of a phase of the $5.5 
million fund raising campaign of Mar- 
quette University to be used in build- 
ing and developing six projects. Mr. 
Fitzgerald’s efforts will be directed 
toward raising $900,000 for medical 
center personnel training. 


Lincoln Heck, manager of Metropol- 
itan Life’s Tarrytown, N. Y., district 
since 1939, has been named “Man of 
the Year” by Chamber of Commerce 
of Irvington and the Tarrytowns. 


Peter M. Fraser, chairman of Con- 
necticut Mutual Life, was awarded 
an honorary doctor of laws degree by 
Trinity college, Hartford, at the fall 
convocation. 


John L. Briggs, vice president of 
Southland Life, has been elected chair- 
man of the citizens traffic commission 
of Dallas. 


D. Edward Hudgins, vice-president 
and general counsel of Jefferson 
Standard Life, served as a judge of 
final arguments in the southeastern 
regional moot court competition spon- 
sored by North Carolina Bar Assn. and 
Law School of University of North 
Carolina at Chapel Hill. 








New Life Insurer 
Chartered in Ga. 


A new life company, American Fam- 
ily Life, has been chartered in Georgia. 
John B. Amos, now a director of Presi- 
dential, a Florida fire and casualty 
company, is the president. Charles Hix, 
now vice-president of Standard Life 
oi Mississippi, will join the new com- 
pany as executive vice-president and 
Frank Hughes, now also with Presi- 
dential, is secretary-treasurer. 

Capital of the company, which will 
write life and A&H in Georgia only, 
is $2 million. It expects to start writing 
policies in February. 





S. A. RIESENMAN, vice-president 
of Security Life & Accident, died jn 
his sleep at Den- 
ver at age 64. An 
insurance veteran 
of more than 30 
years, Mr. Riesen- 
man was_ very 
active in A&H 
agents’ activities, 
and served as gen- 
eral chairman for 
the convention of 
National Assn. of 
A&H Underwriters 
at Denver in 1946. 
He had served as 
a director of Life Office Management 
Assn. and National Office Management 
Assn., receiving a medal for distin- 
guished service from the latter group. 
Named _ vice-president of Security 
L.&A., a company he served for 27 
years, in 1951. Mr. Rigsenman’s insur- 
ance experience included service as a 
soliciting agent, superintendent of 
agents and secretary. 


CARL P. DENNETT, 81, member of 
the board and finance committee of 
John Hancock and a prominent finan- 
cier, died at his home in Brookline, 
Mass. 


ADOLPH STERNBERG, 75, associ- 
ate general agent of the Schlesinger 
agency of Columbian National Life in 
New York City, died at his home in 
the Bronx. He also was president of 
a brokerage business bearing his name. 
He had been first president of Bronx 
Insurance Men’s Assn. 


JAMES F. FINLAY, 73, vice-presi- 
dent of Interstate Life and a resident 
of Chattanooga, died in a Birmingham 
hospital. 


CHARLES A ROMER, 52, Cincinnati 
agent for Union Central Life, died 
there after a heart attack. 

Mr. Romer joined Union Central in 
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Room 1127, Tel. Pennypacker 5-3706. E. 
Fredrikson, Resident Manager. 
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1920 and qualified for the Million 
Dollar Round Table in 1930, the young- 
ast member to that time. He was seven 
jimes a member of Union Central’s 
300,000 club, twice a member of 
MDRT and received the National 
Quality award. He was a CLU and a 
ast president of Cincinnati Council of 
Life Underwriters. 


JERRY H. JONES, 24, Louisville 
agent for Commonwealth Life, died in 
Veterans hospital there from infantile 


paralysis. 








Kolodny Gets Surprise 
Gift at Annual Dinner 
of Postal Life GAs 


President George Kolodny of Postal 
Life was taken by surprise when he 
received an oil portrait of himself at 
the annual dinner in New York City 
of the company’s general agents’ asso- 
ciation. 

The unexpected gift was presented 
py Arthur Milton, New York City, 
president of the association. The paint- 
ing was presented to Mr. Kolodny in 
recognition of his 34 years with the 
company, 14 of them as president, and 
in observance of Postal’s 50th birth- 
day. 

The company switched from a mail 
operation to agency in 1948, making 
a change which has been a “great 
tribute” to the agency system, Mr. 
Kolodny said. He observed that he 
never had been thoroughly sold on 
the mail setup anyway. The company 
traveled on its hands until 1948, but 
now is “on its feet,” he added. 

He thanked the audience for the 
tribute, and concluded his brief re- 
marks by predicting much progress in 
the next five to 10 years. 

Postal has proved one thing to the 
life business in the U. S.; that the 
agency system is a good idea, said 
Lester O. Schriver, managing director 
of National Assn. of Life Underwriters, 
the guest speaker. The general agent 
or manager is essential because he is 
the recruiter and the one who keeps 
up the spirit of the men. The need for 
a continuous recruiting program has 
been made clear by the “great” agency 
directors. 


Mr. Schriver, when he was general 
agent of Aetna Life in Peoria, and 
other general agents ran an experi- 
ment, hiring only men “with the seeds 
of success” in them. He reported on the 
findings from a survey of former 
agents, who had failed and left the 
business. 

The cause for failure most cited 
was the need for more help in solving 
prospecting problems, My. Schriver 
said. He noted that the agent’s second 
year is the crucial one. The next most 
common reason given for failure was 
the need for more joint work in the 
field. 

The third reason was the lack of a 
good sales talk. This means not a “can- 
ned” talk, but rather, a good sales pre- 
sentation, he said. The fourth cause 
was the need for someone to insist that 
they do the things they had to do, in 
other words, good supervision. 

: The last reason, although not men- 
tioned as much as the others, was the 
need for a better “build-up” in the 
community. It should be shown to the 
community that the agent is “an im- 
portant guy,” Mr. Schriver said. “I 
think building up the ego is more 
Mmportant than anything else.” 
Donald W. Smith, director of agen- 
clés, was toastmaster. 

At the business meeting, Mr. Kolod- 
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ny said the company’s charter had 
been amended to increase the author- 
ized capital from $100,000 to $500,000. 
Additional shares are being offered to 
stockholders to bring total immediate 
capitalization to $300,000. The in- 
creased capitalization will enable the 
company to enter other states and be- 
gin an expansion program. 

Mr. Smith said lifetime renewals 
and free group benefits will be added 
to contracts of full time agents, bro- 
kers and surplus writers. He explained 
the new continuous education and 
training program which covers basic, 
intermediate and advanced life insur- 
ance, estate planning and business in- 
surance. It is backed with company 
funds for LUTC and CLU scholarships. 

General Agents Assn. elected Harold 
Demian, New York City, president to 
succeed Mr. Milton. Lester Margolis, 
New Haven, and Alex Rotenberg, New 
York City, were reelected vice-presi- 
dent and secretary, respectively. 

A. A. Karduna, Brooklyn, was elect- 
ed treasurer. 


NALC Opposes NALU‘s 
Anti-Tontine Measure 


National Assn. of Life Companies 
has filed with National Assn. of In- 
surance Commissioners a brief oppos- 
ing a measure sponsored by National 
Assn. of Life Underwriters to prohibit 
tontine-type policies in a number of 
states. Devereaux F. McClatchey, gen- 
eral counsel of NALC, reported on the 
filing to executive committee and 
board members at a conference in 
Little Rock where they were guests of 
Arkansas member companies. 

The special committee named to 
study the pending federal income tax 
bill said the proposal offers several 
improvements in handling federal in- 
come tax matters, but the deduction 
pattern and other provisions probably 
require readjustment to protect small- 
er companies. The committee said its 
preliminary study showed heavy in- 
creases upon smaller companies and 
some objectionable technical features. 

The final report will be delayed un- 
til a joint conference is held with 
other trade associations as requested 
by the joint tax committee of Amer- 
ican Life Convention and Life Insur- 
ance Assn. of America. NALC will 
present the viewpoint of smaller com- 
panies at hearings before the Senate 
finance committee, probably in Jan- 


uary. 
The organization committee of 
American Life Underwriters Assn. 


said the new group will hold its or- 
ganization convention Jan. 12-13 at the 
Brown house in Louisville. 





Bids Asked for Mass. 


Employes’ Insurance 


Insurers have been invited to bid 
on $120 million worth of life and A&H 
insurance for 30,000 Massachusetts 
state employes. 

This is the first comprehensive pro- 
gram of its kind ever introduced in 
any governmental unit in the U.S., ac- 
cording to Finance Commissioner 
Sheridan. The plan calls for $2,000 
life insurance and $2,000 additional 
accidental death benefits for each state 
employe. Hospital and doctor’s bill 
insurance must be equivalent to Blue 
Cross and Blue Shield, but with 120 
days hospitalization allowed instead of 
the 60 allowed by those firms. The 
state will pay half the estimated $4 
million annual premium. 

Retired employes may remain in the 
system, at group insurance rates, but 
must give up $1,000 of the life insur- 
ance. 
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This is the ninth in a series of advertisements 
about Kansas City—and Kansas City Life. 


The Plaza Lights Say 
“Merry Christmas” In Kansas City 


Air travelers who come to Kansas City this month get a special wel- 
come as their planes circle over the Country Club Plaza. Down below, 
the thousands of lights that decorate the Plaza buildings during the 
holiday season make a wintertime fairyland of this most famous shop- 
ping center in the nation. 


The Plaza at Christmastime is a warm, friendly place that’s typical of 
the spirit that makes Kansas City a better place to live. 


It’s this same warm, friendly spirit that has helped the more than 2,000 
men and women who represent the Kansas City Life Insurance Com- 
pany in 39 states and the District of Columbia to win the confidence 
and goodwill of their neighbors—and outstanding success in business 
as respected insurance counselors. 


KANSAS CITY LIFE INSURANCE CO. 


Beeedway et Armour, Kensas City, Misseuri 

















A. A. L. Representatives 
Enjoy Personal Security 


The personal security program includes: 

¢ Group hospital, surgical, accident and sickness coverage. 

e An agents’ retirement plan with certain disability provisions 
and life insurance benefits. 

e A liberal commission paid on first, second, third, and fourth 
year premium payments. 

e A generous persistency fee based on certificates in force for 
the fifth and subsequent certificate years. 

e A business expense bonus and advances—especially helpful 
to new representatives. 


Aid Association for Lutherans 


Legal Reserve Fraternal Life Insurance 
Home Office: Appleton, Wisconsin 
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Pru Explains Variable Annuity Guarantees 


(CONTINUED FROM PAGE 3) 





the net consideration, after allowance 
for expenses. 

The portion would be lower in the 
first year of the contract than in suc- 
ceeding years. For example, if a con- 
tract calling for stipulated payments 
of $100 a month specified that 90% of 
a stipulated payment made in Febru- 
ary, 1956, would be applied at the end 
of the month to buy variable contract 
account units, then, based on the value 
of such unit determined as already 
explained, the number of such units 
purchased would be $90 minus $10.09 or 
8.9197. In a similar fashion there 
would be determined the number of 
variable contract account units pur- 
chased by each other stipulated pay- 
ment. 

Prior to the commencement of an- 
nuity payments, actuarial dividends 
would arise from (a) the excess, if 
any, of the specified provision for ex- 
penses over the actual requirements 
therefor, plus (b) that portion of the 
specified actuarial margin deducted 
from investment results (taken above 
at the rate of .001 monthly) which is 


not required for other purposes. Ac- 
tuarial dividends declared would pre- 
sumably be payable in cash or in re- 
duction of stipulated payments, or 
applied to purchase additional variable 
contract account units. 

At the time variable annuity pay- 
ments are to begin (if this is the option 
the policyholder elects), the variable 
contract account units would be con- 
verted into units of variable annuity. 
The number of annuity units resulting 
from the conversion would depend on 
the following factors: (1) the type of 
annuity selected—e.g., life annuity, or 
life annuity with a 10-year minimum 
period, (2) the age and sex of the an- 
nuitant, (3) the value of a variable 
contract account unit as of the time of 
conversion, and (4) the “current pay- 
ment,” at the time of conversion for a 
variable annuity of one unit (which is 
discussed below). The contract would 
contain tables of annuity factors based 
upon a mortality table and an in- 
vestment increment assumption, and 
would describe the procedure to be 
followed in making the conversion 








STOP... 


for a layman to understand. 


sickness and group plans. 


seeking his first life case. 


work! 








So they are illustrated, they are brief, and they are easy 


Because prospects like them, they’re popular with our 
field men—who have already used over 100,000 copies 
of our eight visual presentations on life, accident and 


What’s more, they are as much in demand with the 
veteran life underwriter as they are with the beginner 


The answer, we think, lies in the simple fact that they 





INSURANCE COMPANY OF CALIFORNIA 


HoME OFFICE ye Los ANGELES 
W. B. STANNARD, Vice President 


“WE PAY AGENTS LIFETIME RENEWALS... . 


LOOK eee 


THEY LAST AS LONG AS YOU DO” 








Following is an example to illustrate 

the principles involved: 

Type of annuity—variable life an- 

nuity 

Annuitant age 65, male 

Number of variable contract account 
units at time of conversion...... 1,200 

Value of a variable contract account 
unit at time of conversion...... $12.00 

Current monthly payment, at time 
of conversion, for an annuity of one 
unit 

The annuity factor for a life annuity, 
male age 65, assuming the 1937 stand- 
ard annuity table and a 2% annual in- 
vestment increment, is 6.92. That 
means that, on a fixed dollar basis, 
$1,000 will provide a monthly annuity 
of $6.92. If it is assumed that the an- 
nuity factors are on that basis, the 
procedure to determine the number of 
annuity units would be somewhat as 
follows: 

The value of the total variable con- 
tract account units would be 1,200 
times $12 totaling $14,400. If applied 
on a fixed dollar basis, the monthly 
payment would be 14.4 times $6.92, 
totaling $99.65. The number of Annuity 
units providing such a payment would 
be $99.65 divided by $10.50, which 
equals $9.49. 

Thus, the conversion would provide 
9.49 annuity units. Each current 
monthly payment would be 9.49 times 
the then current payment for an an- 
nuity of one unit. 

This amount would change in ac- 
cordance with investment results only. 
To illustrate the principles involved, it 
is assumed (a) that the current pay- 
ment for an annuity of one unit is set 
at $10 as of the initial date of opera- 
tion, Feb. 1, 1956, (b) that the annuity 
factors assume an annual investment 
increment assumption of 2%, and (c) 
that the current payment for an an- 
nuity of one unit is to be redetermined 
each month. 

Accordingly, the contract would pro- 
vide that to determine the current 
payment for an annuity of one unit as 
of March 1,.1956, a comparison would 
be made between (a) the net invest- 
ment factor for the month of Febru- 
ary, 1956, (b) the assumed investment 
increment factor for one month, 
roughly 1 times .01 minus 22 equaling 
1.0016. 

On the basis of figures already giv- 
en this comparison would be: during 
the month of February, the net invest- 
ment results were 0.74% better than 
assumed. Hence, the current payment 
for an annuity of one unit as of March 
1, 1956 could be increased by 0.74% 
better than assumed. Hence, the cur- 
rent payment for-an annuity of one 
unit as of March 1, 1956 could be in- 
creased by 0.74% above the amount 
paid on February 1, 1956. The calcula- 
tion would be $10 times 1.0074 equals 
$10.07. 

The Prudential memorandum em- 
phasizes that this procedure is entirely 
independent of the mortality experi- 
ence or expense experience. 

Naturally, the actuarial basis for 
variable annuity contracts, including 
the provision for company expenses, 
the mortality basis, and the margin 
deducted from the investment results. 
would be established on a basis pre- 
sumed to be self-supporting; for ex- 


Peace een eeeeeeeete eeeceeeneeneeseees seeseeeseses 


ae 
ample, if mortality losses are ine 
then to the extent possible, any surpiy, 
from either the expense provision ¢ 
the investment margin would, q 
course, be applied as required, just a 
is the case in other lines of life insur. 
ance business. 

Furthermore, in a multiple line com. 
pany, if the resources of variable ap. 
nuity contracts as a line of business 
become inadequate, then as is true 
generally, the corporate surplus would 
be called upon to help. Converse}; 
any surplus of the variable annuit, 
line is a part of the corporate surp}ys 
for the purpose of meeting the neeq 
of the other lines. 

In other words, variable annuity 
contracts would have a relationship to 
the rest of the company’s busines 
very similar to that of contracts in a 
foreign currency: the company’s objj. 
gations under the contracts in any 
such currency are not limited to the 
company’s resources in that currency, 
but the payments made under sych 
contracts are nevertheless payable 
only in the currency contracted for, 

For example, in the case of a com. 
pany domiciled in the United States 
a mortality catastrophe under Canad. 
an dollar contracts might involve objj- 
gations exceeding the Canadian dollar 
assets of the company; to honor its 
obligations, the company would draw 
upon its U.S. dollar resources, py 
would nevertheless pay under Canadi- 
an dollar contracts only the number 
of Canadian dollars for which it js 
obligated by contract. 





Curran Heads New Jersey 
A&H Association 


Francis T. Curran, superintendent of 
the statuatory disability division of 
Loyalty group, has been elected presi- 
dent of New Jersey A&H Assn. to suc- 
ceed George W. Lehman, manager for 
National A&H of Philadelphia. 

Other officers elected are Eston Y. 
Whelchel of Provident Life & Acci- 
dent, Warren Leigh of the Ford agency 
and John Savarese of the Savarese 


agency, all vice-presidents; Richard 
Connolly of Washington National, 
secretary, and Henry Levine of the 


Levine agency, treasurer. 





Milwaukee Managers Lead Panel 

MILWAUKEE—Dale Simpkins and 
John Frey, managers here for New 
York Life and Prudential, respectively. 
conducted a panel discussion on the 
philosophy of agency management at 
the November meeting of Milwaukee 
Life Managers & General Agents Assn. 
Tribute was paid to Frank C. Hughes 
Mutual Benefit Life general agent, who 
is retiring. He was president of the as- 
sociation in 1937. Paul Quillin, asso- 
ciate to Mr. Hugh, succeeds as general 
agent. 


Sees No Seasonal Buying Trends 
On the basis of three quarters’ data, 
no seasonal trends in life insurance 
buying behavior have appeared, at- 
cording to LIAMA. Ordinary life sales 
in the third quarter showed no signi- 
ficant differences from those of the 
two previous quarters, either in chat- 
acteristics of the sale or of the buyer. 
Average size policy sold to male 
adults by ordinary agents was $10,49 
while the median policy was $8,870. 
Sales by combination agents to male 
averaged $6.110, median $5,000. 





Salary, bonus and other benefits. 


Blvd., Chicago 4, Ill. in confidence. 





READY FOR YOUR OWN BRANCH? 


Show us you can recruit and “build” men and we'll make you an attractive 
offer. We provide and equip office, finance men and furnish training program. 


Opportunities for your own Branch right now in lowa, Minnesota or the 
Dakotas. Write box G-25, The National Underwriter Co., 175 W. Jackson 
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Inadequate Funds Hamper Indiana Department 


(CONTINUED FROM PAGE 2) 





eet 
jointly for t 
ciation Y 
legislative y 
ther of U 


tiv 


basi 


sen 
tation. 


for 


he remainder of the asso- 
ear only because 1956 is not a 
ear in Indiana. 

“However,” Mr. Storer stated, ‘‘nei- 
s is able to spend the time 
that is necessary to handle the legisia- 
e work in a legislative | year, and 
we have been unable to find anyone 
who will assume the job.” Both rec- 
ommended that professional counsel 
be hired on a year-around retainer 
s to represent the association in 
legislative matters, “at a fee that will 
be attractive enough to cause such 
counsel to drop everything and repre- 
t us whenever we need represen- 


Pointing out that Mr. Pritchard has 
years been contributing his time 
free and that most of the funds used 
in legislative work have come from 





the Indianapolis association and the 
Indianapolis general agents and man- 
agers organization, with a few, small 
donations from one or two other locals, 
Mr. Storer called on the state associa- 
tion to assume the financial load. 


ciate Life of Indianapolis, 


cates the man understands the funda- 
mentals of life insurance as he would 
be more likely to if he had had a sound 
training course.” 

He expressed the opinion that the 
Indiana qualification law is one of the 
soundest in the country, that any in- 
adequacies in the present licensing 
system are a result of lack of proper 
administration and supervision of the 
law. He reported that the new com- 
missioner already has in rough-draft 
form a set of standards for training 
courses together with rules which will 
assure proper administration of these 
courses by companies and_ general 
agents. “If the commissioner formally 
adopts the requirements now in rough 
draft form,” he concluded, “license ap- 
plicants will have far more true under- 
standing of the business than any 
written examination that would be 


politically practical could force them to 
acquire.” 


Newell Munson, president of Asso- 
reported 


from the floor that the formation of 
new companies in the state would be 
better regulated if the state securities 
commission goes through with plans 
for tightening up on validation of new 
stock issues; and he cited as salutory 
the awakening interest of state de- 
partments other than the insurance 
department in the problem of compa- 
nies formed primarily as stock-promo- 
tion schemes. 

The meeting accepted a resolution 
adopted by the annual meeting of the 
Indiana Assn. of Insurance Agents 
(fire-casualty) three days before, 
commending the life agents on their 
stand on credit insurance. In response, 
the mid-year meeting instructed its 
executive secretary to express appre- 
ciation of the support of the agents’ 
association and to offer the support of 
the life underwriters in the fight of 
the agents’ association against the 
wholesale licensing of auto dealers as 
insurance agents. 

The meeting also adopted a resolu- 
tion of appreciation and commenda- 
tion for R. W. Osler, vice-president of 
Rough Notes Co., for his contributions 
to association work at local, state, and 


national level and for his “continuing 
fight against creeping socialism.” 

Speaker at the closing luncheon was 
Thomas Scanlon, president of the In- 
diana bar association. Mr. Scanlon de- 
clared that professional associations 
are “on the march, filling a greater 
and greater place in our economy,” 
and he called for more cooperation 
among them. 

The trophy for the largest percent- 
age attendance at the meeting went 
to Calumet, which had 20% of its 
members present. 

Harry Foreman, general agent of 
American United at Kokomo, state 
president. closed the meeting with a 
plea for sharply increased membership 
activity, declaring that “our safety and 
our ability to safeguard the interest 
of policyholders lies in large numbers.” 





Mass. Mutual Appoints Waltz 

Massachusetts Mutual Life has ap- 
pointed John B. Waltz Jr. assistant 
manager of loan and real estate at 
Washington D. C. He succeeds Julius 
C. Thormeyer, who has been advanced 
to manager. Mr. Waltz joined the com- 
pany in 1954 and was named mortgage 
loan analyst last July. 





“Legislative work benefits every agent 
in Indiana,” he pointed out, “but most 
of those who have benefitted in the 
past have done so without assuming 
any of the financial load. There is no 
reason why Indianapolis should con- 
tinue to put out most of the money to 
benefit the rest of the state.” 

Mr. Storer recommended that state 
association dues be increased by $2 a 
year and the $2 be ear-marked for 
legislative work. Dues increases can be 
made only at an annual meeting, and 
it was voted to recommend the in- 
crease at that time. 


Francis Davis, general agent of In- 
dianapolis Life at Marion, immediate 
past president of the association, pro- 
posed that a special “war chest” for 
legislative work be created immedi- 
ately by personal solicitation of locale 
and their members for contributions. 
Several associations represented at the 
meeting volunteered pledges of a con- 
tribution to the fund in an amount 
equal to $2 per member by February 
of the coming year. The “war chest” 
campaign plan was referred to a spe- 
cial committee for implementation. 
Speaking on the legislative outlook, 
Mr. Pritchard declared that one deci- 
sion which should be made soon is 
whether or not the association should 
seek a change in the license qualifica- 
tion law to require departmental ex- 
amination of applicants for life license. 
At present, licenses are issued on cer- 
tification to the department that the 
applicant has satisfactorily completed 
a course of study approved by the 
department. 

Asking for a show of hands of those 
present who would like to see an ex- 
amination law, he received only one 
dissent. Queried privately after the 
meeting about his stand, the dissenter 
charged that ability to pass the usual 
departmental examination is a matter 
of “being able to memorize a sketchy 
collection of facts and in no way indi- 
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ATTRACTIVE 
CONTRACTS 


With his complete line of juvenile con- 


tracts, the LNL man can sell the Junior 


THE 


Estate Builder, educational endowments, 
ordinary or limited pay life, endowment 
at 65, short-term endowments, and single- 
premium life or endowment plans. These 
policies are issued from date of birth. The 
popular payor benefit is available even to 


substandard risks. 


This complete line of liberal juvenile 
contracts provides another reason for our 
proud claim that LNL is geared to help 


its field men. 
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Fort Wayne, Indiana 
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Case Study Deals With 


Electronic Operation 
(CONTINUED FROM PAGE 5) 
highly complicated a device, the re- 

port said. 

The booklet outlined selection of 
computer operators on the basis of ex- 
perience, proficiency in mathematics 
and college training, if any. Those not 
selected were released gradually to 
other divisions. Three supervisors were 
retained for computer operation and 
one stayed on in development. It is 
expected that as result of the installa- 
tion 21 punched card machines and 85 
employes at an average annual salary 
of $4,200 will do the work which, under 
former methods, required 125 card 
machines and 198 employes at average 
annual pay of $3,700. 

The reduction of card machines cut 
annual rental costs from $235,000 to 
$19,000 and freed 15,000 square feet 
of floor space for other activities. 
Principal saving in supplies is reduc- 
tion of monthly punched card require- 
ments by 2.5 million. 

These savings are partially offset 
by amortization charges against the 


computer, the regular maintenance 
fees paid the manufacturer, and costs 
incident to about 4% “down time” due 
to its mechanical failure. Net effect of 
the computer on the classification sec- 
tions is expected to be a 50% saving 
in their budgets, or 9% saving for the 
division as a whole. 

An electronic installations division 
was formed this year to plan exten- 
sions of the technique and to create a 
pool of manpower skilled in computers 
to implement future plans. 





Traffic Death Claims up $7 Million 

Death claims totaling $64 million 
were paid for motor vehicle fatalities 
under 31,000 life policies in the first 
three quarters, increase $7 million and 
2,000 claims, according to Institute of 
Life Insurance. Motor vehicle claim 
payments ran larger than total life 
insurance death claims of all types in 
any one of 41 states. 





Pan-Am Names Swartzendruber 

Pan-American Life has appointed 
Willard H. Swartzendruber sales su- 
pervisor in the group and pension de- 
partment. He has been actuarial assist- 
ant in the department since he joined 
the company in 1952. 
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Our training, topnotch sales aids 
and individualized policies to 
meet individual needs are 
designed to make 


more money for you under 
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Hanson Succeeds Nolley 
For Conn. Mutual Life 


Connecticut Mutual Life has ap- 
pointed Daniel P. Hanson general agent 
at Richmond to succeed J. Robert Nol- 
ley. 

Mr. Hanson joined the company at 
Hartford in 1946 and has been agency 





D. P. Hanson 


J. R. Nolley 


supervisor since 1948. He is a past 
president of Hartford Assn. of Life 
Underwriters and qualified for 1955 
Million Dollar Round Table. 

Mr. Nolley has been in the business 
36 years and general agent since 1948. 
He has retired from agency manage- 
ment to become associate general 
agent, devoting full time to sales, par- 
ticularly in advanced fields. 





Blue Cross Cover for Ute Tribe 

Members of the Southern Ute tribe, 
with headquarters at Ignacio, Colo., 
have been covered by a Blue Cross- 
Blue Shield contract. This is the first 
time an Indian tribe has been covered 
for medical service by a private organ- 
ization with no financial assistance 
from the government. 

Ralph Lattimer, Grand Junction Blue 
Cross representative in the Durango 
area, said the 265 agreements would 
cover 554 persons and will cost about 
$30,000 annually. 


FTC Denies Mutual ee 
Benefit H.4A. Motion 


Federal trade commission has denj 
Mutual Benefit H.&A.’s motion to dis. 
miss the complaint issued against j, 
on the grounds that the company has 
discontinued practices challenged jy 
the commission. f 

At the same time, the commisg; 
denied the company’s request for 10 
days’ delay in hearing on the com. 
plaint, which was set to be held in 
Washington Nov. 21, before Examine 
Lipscomb. 





Yakymi Heads New Agency 
Of Lutheran Brotherhood 


Paul Yakymi has been appointy 
general agent for the St. Paul area py 
the Lutheran Brotherhood. The ney 
agency, the 57th in the U.S. and Cap. 
ada, was formally announced at ,; 
dinner at the Minnesota club attendg 
by nearly 100 Lutheran pastors anq 
business leaders. 





Hancock Fetes Retired Employes 

John Hancock has appointed Loy; 
P. Stevens district manager in Nassay 
county, N.Y. Mr. Stevens, who joing 
the company in 1918 as a clerk 
Providence, has been supervisor in the 
upper New York and western New 
England region. 

William Kohn, who joined in 194 
and has been assistant district man. 
ager at Albany, succeeds Mr. Stevens 
as regional manager. 





Goldstein Agency Sales Rise 40°, 


Goldstein agency of Bankers Nation. 
al Life at Hartford led the company in 
ordinary sales for the first 10 months 
with an increase of 40% for the bes 
year in its history. E. M. Goldstein and 
Bernard B. Kaplan are _ co-general 
agents. This is the agency’s 25th 
anniversary year. 








"Yours to keep to 65" is the modern 








sesame that opens the door wide to 








sales for our new President's NON-CAN S&A 
policy. It is also the sesame that can 
be depended upon to bring in those precious 





renewal premiums with a minimum of 
reselling. For certainly any wise income 
earner will think a long, long time 
before he lets go of a contract that 
provides a wonderful guarantee like that 
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Ri ry tona Plaza, Daytona Beach. handling claims, and their own partic- | Z Ras: ieee 
ise 40% 5 : : : be. INSUBANCE COMPANY © CINCINNATI 
d April 15-16, Life Insurance Advertisers Assn., ular jobs. 
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or the best =— b> gy Awe ge Table, Edgewater stated there “must be a 50% enroll- 
ote. a e s . . . 
ldstein and ac’ ? : ment in the group to qualify. Disabil- 
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cy's April 30-May 2, LIAMA Combination Com- 0 pplica 
panies Conference, Shoreham hotel, Wash- age and health status. Applications CALIF ORN IA ILLINOIS (Cont.) B 
ington, D. C. ; Rouna 2%¢, not attached to each and every : 
Se. pret Citic e WY policy, but some are held in abeyance COATES, HERFURTH & Harry S. Tressel & Associates 
‘able, We: oe d if lai ° hich i a e Consulting Actuaries 
May 7-9, Home Office Underwriters Assn., @NQ@ lf a Claim arises, which is trace ENGLAND i inoi 
annual, Statler hotel, Hartford. able to a fraudulent entry on the app- 10 sass, tee hy 
ne ther ae wanes school, Baker hotel, lication, the original policy is cancelled CONSULTING ACTUARIES Harry S. Tressel, M.A.ILA. W. P. Kelly 
ineral Wells, Tex. Ps eb rhes, : ’ ALA. W. P. 
ae ; and a minimum policy issued, effective M. Wolfman, F.S.A. . Selwood 
May 10, Michigan Assn.of Life Underwriters, a ele s M. A. Moscovitch, A.S.A. M. Kazakoff 
annual, Lansing Civic center, Lansing. as of the date of original issue. Riders |] 59" Francisco = Denver — Los Angeles D. Sneed L. Miler 
May 11, Arkansas Assn. of Life Underwriters, are more general than specific. And, 
annual, Marion hotel, Little Rock. there is no check against over-insuring 
= ee Mo- where a particular individual is a CHASE CONOVER & CO. 
raine-on-the- , , Il. 3 
May 16-21, Million Dollar Round Table, annual, member of one or more insured asso- Consulting Actuaries 
Cruise to Bermuda, S. S. Kungsholm. ciations and also has A&H coverage i na 
May 18-19, Iowa Assn. of Life Underwriters, with other companies. GA.=-VA.=-N.Y. 
annual, Cedar Rapids. Mr. Carol agreed in the main with Insurance Accountants 
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Mey gee Pennsylvania, Assn. of Life Under” Mr. Moreland declared the bulk of Haight, Davis & Haight. Inc 
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1S May 28-30, Canadian Life Insurance Officers Combined s business is non-cancell- 
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Springs, W. Va. Polici : 
olicies are sold on a semi-annual bas- 
June 21-23, Alabam&a Assn. of Life Under- . ° ° 
writers, p Moore Holiday Inn. Bessemer, Ala. iS, have a fixed premium, offer full ALVIN BORCHARDT & COMPANY NEW YORK 
June 25-29, LIAMA supervisor’s school, Hotel COverage, and do not cover injuries CONSULTING ACTUARIES 
Berkeley-Carteret, Asbury Park, N. J. outside the continental U.S. = AND = 2 
Bes agg LIAMA ordinary school, Equinox Messrs. Povlacki, Moreland and INSURANCE ACCOUNTANTS Consulting Actuaries 
ouse, Manchester, Vt. 1 th di d clai diusti 1027 CADILLAC TOWER, DETROIT 26, MICH. Auditors and Accountants 
July 9-20, LIAMA ordi y school, Edgewater Caro en aiscusse claim adjusting 
‘ ; inary school, Edg see * 1106 WILLIAM OLIVER BLDG., ATLANTA, GA. 
Beach hotel, Chicago. problems with particular reference to Wolfe, Corcoran & Linder 
specific cases and the meeting ended ole, 
with a question and answer session, 116 John Street, New York, N. Y. 








moderated by George Dahlstrom, t 
ey Tock Washington National, who served as 
a chairman, ILLINOIS PENNSYLVANIA 




















To Vote on Capital Boost 
Wood, Struthers & Co., Inc. Directors of Cosmopolitan Life of CARL A. TIFFANY & CO. FRANK M. SPEAKMAN 
Established 1905 Memphis at a special meeting voted to CONSULTING ACTUARIES CONSULTING ACTUARY 
: increase authorized capital from $1 211 West Wacker Drive ASSOCIATE 
J. William Middendorf million to $2,560,000, and to declare a CHICAGO 6 E. P. Higgins 
30 Wall St:, New York 5, N: Y. 25% stock dividend. Stockholders will Telephone FRanklin 2-2633 THE BOURSE PHILADELPHIA 
Telephone - WHitehall 3-7474 consider the proposal. at a meeting in 
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CIO Plugs for Group Net Rate if No Agent Service 


(CONTINUED FROM PAGE 1) 





ruption and commission-splitting at its 
source.” 

“Moreover, insurance departments 
might pay some attention to the char- 
acter of the people whom they license 
to serve as brokers or agents,” Mr. 
Goldberg continued. “I would not re- 
gard association with racketeers and 
gangsters as a qualification which 
ought to recommend an individual as 
a licensed broker or agent. 

“The state government can perform 
an important function by vigorously 
prosecuting those who are responsible 
for. failure to discharge adequately 
their duties as trustees and those who 
are collusively engaged with them. 
Many of the practices which have been 
disclosed by investigations appear to 
me as a lawyer to have been a callous 


abdication of fiduciary obligations un- 
der the law. 

“How many legal actions have been 
undertaken against those who have 
abused their trusts? If additional law 
is needed on the subject then you can 
be sure that the organized labor move- 
ment will support every effort to pun- 
ish those who are guilty of violating 
their obligations, and their accomplices 
in dishonesty.” 

The CIO, said Mr. Goldberg, favors 
a disclosure requirement, which should 
be embodied in a federal statute. Mr. 
Goldberg pointed out that a large 
proportion of welfare plans operate 
across state lines and this is over- 
whelmingly true of plans negotiated 
by CIO unions. The CIO questions the 
usefulness of subjecting these plans to 
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CASHIER 
Chicago Life Insurance Agency 


Good opportunity for man under 40 with life insurance experience to 
assume responsibility of Cashier and Office Manager in large field 
office of Eastern Company. Liberal employee benefits. Write full details 
of experience, qualifications, educational background and age. Replies 
confidential. Present staff advised of contemplated change. Address 
Box 3J-33, The National Underwriter Co., 175 W. Jackson Blvd., 








DIRECTOR OF AGENCIES 
Wanted by new northeastern stock life 
company with made-to-order growth 
possibilities nationally. Chance of life- 
time: build your own Agency Department 
from scratch, divide time between field- 
recruitment, supervision and administra- 
tion. Calls for rounded field experience 
in ordinary sales, supervision and/or 
management, preferably with small-to- 
medium non-N.Y. life company; public 
poise; ability to shift gears from detailed 
to broad operational policies; good 
health, education and community record; 
age 33-40. 

Salary based on past accomplishment, 
will keep pace with rapid development 
expected; liberal pension and group 
plan. Model home office, congenial as- 
sociates, in city of less than 200,000 
with unusual cultural and recreational 
features, mild climate. Personal history 
and requirements in confidence to Box 
J-26, The National Underwriter Com- 
pany, 175 West Jackson Boulevard, Chi- 
cago 4, Illinois. 











AGENCY SUPERVISOR 
Upstate New York 


Excellent opportunity to enter the manage- 
ment end of the life insurance business. 
This is a going agency with a need for 
additional supervisory help. Must show the 
ability te build a unit of successful men. 
Please send full resume of background and 
experience. Replies kept confidential. Box ' 
J-23, o/c The National Underwriter Co., 
175.W. Jockson Blvd., Chicago 4, Ill. 











LIFE INSURANCE OFFICE SUPERVISOR 


Though our policy is to promote from within, 
we are forced to find a qualified supervisor as 
quickly as possible. If you have the ability to 
supervise employees, desire to progress with 
rapid expansion, a college background, are 
willing to assume responsibility and desire per- 
manent employment with high standard of pay, 
write your qualifications to Box J-32, The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








ACTUARY AVAILABLE 


Member of Society under 35, life insurance and 
pension experience, seeks company or consultant 
connection. Write Box J-28, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 
4, Illinois. 














Cc.L.U. WANTS AGENCY 
Aggressive, 35, half million plus producer, 
familiar all lines, wants agency with top 
grade large or medium sized. company in 
Baltimore area. Address Box #J-30, The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 














FOR AMBITIOUS MEN 
Earn more in 1956 selling approved Bank 
Loan Insurance. Information kit with illus- 
trations you can adapt to your own com- 
panies’ policies, plus companies that solicit 
this business. $2.00—PHIL RAYMOND, 104 
East Huntington Drive, Alhambra, Calif. 











the diverse regulations of a multiplicity 
of state laws. At the same time, if the 
states want the information the CIO 
would have no objection to providing 
by law that the appropriate state 
agency receive a copy of the disclos- 
ure form. 

“But the likelihood that a health and 
welfare plan of the General Motors 
Corp. or the U.S. Steel Corp., for ex- 
example, will be subjected to a mul- 
tiplicity of state regulations does not 
strike us as being in the interest of 
sound and uniform administration,” 
said Mr. Goldberg. 

“This does not mean, however, that 
the states should be excluded from the 
legislative picture. On the contrary, we 
think that that role lies in the field 
of insurance practices and the enforce- 
ment of laws relating to the fiduciary 
obligations of trustees of such plans. 
And if investigation reveals that exist- 
ing laws on the subject are not ade- 
quate, then we favor additional legis- 
lation.” 

The CIO’s position is that whatever 
regulation is undertaken should apply 
to all health, welfare and pension 
plans, no matter by whom adminis- 
tered. 

“The most frequent objection we 
have heard has been that plans bar- 
gained on a level-of-benefits basis and 
unilaterally administered by employ- 
ers or other agencies should not be 
subject to disclosure,” he said. “We 
believe these objections rest on several 
untenable premises. First, there is a 
substantial public interest involved in 
all health and welfare plans. There is 
clearly a public right to know how 
these plans are being administered ir- 
respective of who is doing the admin- 
istering. The manner in which the 
funds are being used can have a con- 
siderable impact on public policy.” 

Secondly, the CIO disagrees with 
the argument that the union or bene- 
ficiaries have no interest in the ad- 
ministration of a plan as long as the 
benefits called for are forthcoming, 
since the money that goes into these 
funds could have been paid to the em- 
ployes in some other way and hence 
is a part of compensation. 

Mr. Goldberg pooh-poohed the argu- 
ment that regulating unilaterally ad- 
ministered plans will mean there will 
be no end to what the employer will 
be required to report on—Christmas 
bonuses, Thanksgiving turkeys, Coke 
machines. He said the CIO’s bill takes 
care of this objection by limiting dis- 
closures to health, accident, sickness, 
disability, hospitalization, surgical, 
medical care, life insurance, death, un- 
employment or retirement. 

“We think it would be a _ serious 
mistake at this time for any legislation 
to go beyond disclosure of the details 
of health, welfare and pension pro- 
grams,” Mr. Goldberg said. “I wonder 
if those who advocate the regulation 
of the substantive aspects of health, 
welfare, and pension plans—many with 
the best intentions in the world, I 
know—appreciate the infinite varia- 
tions which such plans take in meeting 
the special problems of the industries 
and workers to which they anply. 
These variations cover such major 
problems as coverage, methods of fi- 
nancing, methods of funding, methods 
of insurance, collection of employer 
contributions, problems of internal ad- 
ministration, investment policies, to 
mention but a few. 

“The value of collective bargaining 
in this area of health, welfare and 
pension programs lies precisely in the 
fact that the parties who are best in- 


formed about the needs of ing 
and workers, custom-make their pp. 
grams and procedures to meet th 

needs. This does not mean that th 

will not make mistakes—they hay 
and they will. But the injection of a 
legislative formula for the content and 
administration of these programs y; 
create a rigid mold which all Programs 
will have to conform to. 

“Such rigidities are likely to be far 
worse than the mistakes made by map. 
agement and unions in collective pay. 
gaining session. Legislative mistake, 
have a way of perpetuating themselves 
Legislation ought to deal with dishop. 
esty rather than attempt to substitu, 
the judgment of state administratiy, 
officials for union-management neg, 
tiators.” 


Mr. Goldberg also urged that jy 
drafting legislation the insurance de. 
partment be sure to draw a Carefu! 
line between dishonesty and errors jp 
judgment. He said that the reports g 
other governmental agencies in this 
field have not shown such discernment 
but have drawn inferences of dishon. 
esty or chicanery from actions whic 
appear on their face to be, at worst 
errors in judgment on the part of funj 
officers. 

Mr. Goldberg expressed the belie 
that the imposition of a comprehensiye 
disclosure requirement will in and of 
itself be a substantial deterrent t 
under-the-table deals and _ back-door 
bribes. 

“A disclosure statute wisely admin. 
istered can contribute a great deal t 
the creation of an arm’s length bar. 
gaining relationship—which is wha 
we are really after—with respect ty 
the significant transactions involved in 
any health, welfare and pension plan” 
he said. “For example, we see no spe- 
cial or magical quality about a statu. 
tory requirement for competitive bid- 
ding in the purchase of insurance. 
Going through the routine of competi- 
tive bidding on, let us say, the basis 
of gross premium, is no assurance 0 
anything. The important thing is tr 
provide some incentive to the trustee 
or administrators of a plan to exercix 
prudent judgment in buying insurance 
and in investing the resources of the 
fund. We believe disclosure may con 
tribute to these objectives.” 


Though he was pressed by Insurance 
Superintendent Holz, who presided « 
the hearings, and by the departments 
special counsel, Martin House, M. 
Barbash clung to the superiority of 4 
federal as against a state disclosure 
law. He said the unions’ experienc: 
with state requirements has been un 
fortunate, that they are hindered by 
“technical non-compliance” with state 
law and regulation. He said the union 
fear a similar situation in connection 
with a state disclosure law coverins 
welfare funds. He did admit that if 
there were no federal legislation the 
CIO would favor wise legislation 
disclosure at the state level. 

Mr. Barbash pointed out that if state 
legislation were at odds with federd 
legislation the courts might have to 
rule where the jurisdiction of ot 
ended and the other began; and if state 
Ingislation on disclosure is enactél 
first and federal legislation later sel- 
ous doubt might be cast on the state 
legislation. 

Mr. Barbash said the talk has beet 
about and investigation has been @ 
jointly managed welfare plans, but ! 
dollar volume and employe numbers 
the plans administered unilaterally by 
‘employers or unilaterally ‘bv union 
are larger and: tHey should be reg 
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jated; disclosure should apply to those 
also. 

_. should unilaterally managed 
plans be regulated, Mr. House asked. 
pecause, Mr. Barbash replied, there 
are involved large issues of public 
policy, the effects on national fiscal af- 
fairs, etc. Non-contributory employer 
funds are in a very real sense wages, 
he said, and union members have a 
strong ethical interest in how the mon- 
ey is handied. He cited the case of a 
pension fund used to manipulate the 
stock of the employing firm. 

Mr. Holz commented that many 
funds are intrastate and could not be 
reached by federal disclosure legisla- 
tion, but Mr. Barbash argued that if 
labor relations are involved there is 
little question of federal jurisdiction. 
Mr. Holz said large insurance compa- 
nies are regulated by 48 states and 
they do not find the regulation oner- 


S. 
9 Robert Feinberg, chairman of a 
committee which prepared a report on 
fund regulation for New York City 
Bar Assn., read the proposals in that 
report. All funds should be covered, 
whether managed jointly or unilater- 
ally, and whether furnishing pensions 
or welfare (including disability) bene- 
fits. The report calls for registration 
of the fund, a governmental agency 
should be empowered with investiga- 
tory powers, there should be annual 
reports and these reports should be on 
file with the government agency, etc. 


Further study should be given brok- 
erage commissions on welfare fund 
business. The bar report also called 
for federal disclosure and investiga- 
tion power with respect to funds of 
employers in interstate commerce but 
with jurisdiction ceded the _ state 
which has welfare fund legislation 
over funds with headquarters in that 
state. 

Mr. House pointed out that the bar 
proposals would ban the operation of 
Amalgamated Life of New York, 
which is in effect owned by and oper- 
ated for the benefit of clothing work- 
ers. 

Mr. Feinberg said personally he 
could see no harm if welfare funds 
profits or commissions on such busi- 
ness went into the welfare fund. Mr. 
House responded that it is presently 
unlawful for a union fund to own an 
agency. One agency, he said, has been 
set up to act as broker for certain wel- 
fare funds. Under present law the 
agency cannot return the commission 
earnings to the welfare funds but it 
does employ unemployed members of 
the unions it serves. 

Employment of union officials by 
welfare-pension funds is self-dealing 
and should not be permitted, Mr. Fein- 
berg said. While more study is needed 
in this area, he suggested that those 
who serve as fee trustees might be 
paid something like corporation direc- 
tors are paid, a fee for each meeting. 
In his opening statement, Mr. House, 
who is conducting the investigation 
for the New York department, listed 
a number of questions that the investi- 
gators are trying to solve. Here are 
what he termed “the primary issues 
that have crystallized”: 

“What types of welfare and pension 
plans should be brought within the 
Scope of regulation? Should the regu- 
lations blanket all such funds or 
should a distinction in kind be made 
among different types of welfare and 
Pension funds from the point of view 
of regulation? Are these distinctions 
valid? 

“To what extent should the regula- 





tory agency concern itself with the in- 
ternal operations of the funds? If dis- 
closure is the remedy for some of the 
abuses which are charged, how exten- 
sive should that disclosure be, and to 
what state agency should it be made? 
To what extent should the financial 
transactions be disclosed to members 
of the plan? Should any rules of safe- 
ty be adopted in connection with in- 
vestments? Is it necessary to prescribe 
accounting procedures? Should the 
state intrude so far as to supervise 
the plan’s rules concerning eligibility 
for benefits, or the type of benefits to 
be conferred? 

“Today, certain plans provide bene- 
fits without purchasing insurance or 
annuity contracts. However, as the 
New York statute has been inter- 
preted, jointly-administered welfare 
plans formulated under the provisions 
of the Taft-Hartley act are not per- 
mitted to provide benefits without the 
intermediacy of an insurance carrier. 
Should the insurance law be amended 
to allow such _ jointly-administered 
plans to self-administer their benefits? 
Should such self-administered plans 
be left entirely free to conduct their 
affairs without the guiding or restrain- 
ing influence of a regulatory body? If 
regulation is indicated for these funds, 
how far should it extend? 

“Should the state attempt to control 
salaries or fees paid to fund adminis- 
trators, or to limit the amount of fund 
monies spent for administration? 

“Should the state examine the char- 
acter of persons who act as trustees or 
executives of werfare funds? For ex- 
ample, should it forbid convicted cri- 
minals from holding such posts? 

“Should the state act to forbid re- 
lationships which might be comprom- 
ising between trustees and administra- 
tors of funds and those with whom 
they do business? Alternatively, 
should this be left to illumination by 
careful disclosure to the interested 
parties? What steps, if any, should be 
taken to promote a sense of fiduciary 
responsibility on the part of welfare 
plan trustees? 


“Should any attempt be made by a 
regulatory body to assure that contri- 
butions paid into pension funds are 
sufficient to meet current and ex- 
pected benefit custs, on the basis of 
sound actuarial assumptions? 

“As an aid to selecting a carrier for 
a group insurance program, what are 
the merits of competitive bids showing 
in advance the estimated amount 
which the insurance company will ul- 
timately withhold for the purpose of 
profit, overhead and _ contingencies? 
What are the shortcomings, if any, of 
such a proposal? 

“These are among the questions 
which have been raised and will un- 
doubtedly come up again. 

“While the primary objective of this 
hearing is to aid in the development 
of a legislative program, it is bound to 
vield an important by-product. This 
hearing should help shape appropriate 
guides and standards which welfare 
fund administrators should impose up- 
on themselves and without which even 
the best of regulations would be seri- 
ously hampered. 

“The beneficiaries of these funds 
are many; their separate powers are 
very small. They have not the time 
nor the knowledge nor ‘the financial 
resources to defend their interests or 
enforce their rights. In other compar- 
able situations, the state has, as a rule, 
intervened to offer some measure of 
protection and opportunity for re- 
dress.... 

“Employe welfare funds are free 


from the checks and restraints of any 
state regulatory agency. They do not 
even report, unless voluntarily, to 
their own beneficiaries. The reports 
presently provided for under certain 
federal statutes—the Taft-Hartley law 
and the internal revenue code—are 
designed for limited purposes. These 
statutes were not designed for, and are 
not adequate in any sense for the gen- 
eral protection vf welfare fund bene- 
ficiaries. 

“This is the situation. We must de- 
cide in what manner and to what ex- 
tent should it be changed.” 

Joint trusteed union welfare funds 
are in fact doing an insurance business, 
and to the extent that they are so 
engaged, should be regulated as insur- 
ance, according to a statement made 
on behalf of the life insurance business 
by Gilbert W. Fitzhugh; 2nd _ vice- 
president of Metrolpolitan Life and 
chairman of the American Life Con- 
vention-Life Insurance Assn. _ of 
America committee on union welfare 
plans. 


“The different ways of providing 
what are economically the same bene- 
fits should not be subject to different 
ground rules under the law. If a reg- 
ulatory provision is needed in one in- 
stance, it will be needed in the other 
and vice versa. The obvious and direct 
way to impose uniformly parallel re- 
quirements is to acknowledge and 
make clear that joint trusteed union 
welfare funds are actually doing an 
insurance business and are therefore 
subject to the insurance laws. We be- 
lieve that if anyone feels there is room 
for doubt under the language of the 
present law, the law should be amend- 
ed to make it crystal clear that these 
funds are actually doing an insurance 
business.” 

Mr. Fitzhugh cited parallel charac- 
teristics of the operations of union 
welfare funds and insurance plans. 





Hays New Lincoln National 


Wichita General Agent 


Robert F. Hays has been appointed 
general agent at Wichita for Lincojn 
National Life. The 
agency will serve 
a 20-county area. 

Entering life 
insurance as an 
agent at Beloit, 
Kan., in 1948, Mr. 
Hays _ transferred 
to work in the 
home office of an- 
other life company 
and since last Jan- 
uary has been a 
general agent at 
Wichita. He is a 
graduate of the 
LIAMA school. 





Robert F. Hays 





Guardian Sets Life and 
A&H Records in October 


Guardian Life’s submitted business 
in October totaled $27.7 million of life 
and $138,000 of new A&H annual pre- 
miums, with both figures setting a 
record for any one month in history. 

The anual campaign honoring Pres- 
ident James A McLain was held in 
October. E. P. Brooks agency, Toledo, 
quadrupled its quota to finish first in 
life insurance .Charles P. Houseman 
agency, Los Angeles, led in A&H sub- 
mitted business. Spaulder, Warshall & 
Schnur agency, New York City, led in 
total submitted life volume. 

Winning agents were: L. W. Wagen- 
heim, New York City, life volume; 
E. I. Taylor, Wheeling ,total lives; 
J. J. Sabol, Newark, A&H premiums; 
and J. H .Lewis, Denver, A&H appli- 
cations. 


W. A. Neville Gets Higher 
Great-West Life Post 


W. A. Neville, formerly advertising 
manager, has been appointed assistant 
secretary of Great- 
West Life. Mr. Ne- 
ville will assume 
broader responsi- 
bilities in the fields 
of public, policy- 
holder and _ staff 
relations, while 
continuing to dir- 
ect advertising and 
publicity. 

Joining Great- 
West in 1947, Mr. 
Neville was named 
advertising man- 
ager the same 
year. He had ex- 
tensive advertising and editorial exper- 
ience before joining the company. 
Active in the work of Life Advertisers 
Assn., he currently is a member of its 
executive committee. He is immediate 
past chairman of the advertisers sec- 
tion of Canadian Life Insurance Offi- 
cers Assn. 





W. A. Neville 





Discuss Pros, Cons 
of Variable Annuity 


(CONTINUED FROM PAGE 1) 
has to buy variable annuities even if 
they are offered. If the variable annuity 
fills a real need and is soundly con- 
ceived, it will soon disappear from the 
scene. If the life companies will help 
to guide the movement soundly, test 
it fairly and let nature take its course, 
the right answer will be found. 

Mr. Dawson declared that the “con- 
troversy over variable annuities has 
now reached a point at which it is 
running into extreme arguments on 
both sides.” He said “differences of 
opinion and debate are healthy, and 
should lead to sound conclusions. But 
understandably, emotion sometimes 
tends to creep in, and arguments are 
likely to become exaggerated when 
feelings are strong.” 





Presidential Plans 
Life Subsidiary 


A new life company, Presidential 
Life, a subsidiary of Presidential, a 
fire and casualty company organized 
last April, is expected to be chartered 
in Jacksonville, Fla., about Jan. 1, 
according to Charley E. Johns, presi- 
dent of Presidential and a former 
governor of Florida. : 

When Presidential was organized the 
subsidiary life company was in the 
original plans. Now the plans call for 
Presidential to own 51% of the stock 
of the new life company. The proposed 
capital will be $14% million. Stock will 
be offered to the present stockholders 
of Presidential at $1 par. The stock to 
be owned by Presidential will be 4% 
preferred, Mr. Johns said. ; 

Arthur Cobb, now vice-president of 
Presidential, will become president of 
the new life company, Mr. Johns will 
be chairman and Frank Hendrix, now 
with Presidential, will be vice-presi- 
dent and secretary. 

The new life company will be char- 
tered to sell life and A&H. 





Speaker Sick, Postpone Meeting 

Because of the illness of the speaker, 
the Nov. 21 meeting of the group 
supervisors of Chicago Assn. of Life 
Underwriters was postponed until 
“some Monday early in December,” 
with exact date dependant upon re- 
covery of Carl A. Whitman, New Eng- 
land Mutual Life group sales director, 
the scheduled speaker. 





Old Line Life’s sales for the first 
nine months totaled $10,523,219, a gain 
over the same period last year. Insur- 
ance in force is now $169,558,578. 








20 


FieNATIONAL UNDERWRITER 


November 25, 1955 








New Yorkers Back Salinger for NALU Trustee 


(CONTINUED FROM PAGE 1) 





in 1932, joined Mutual Benefit in 1935 
and became head of one of the four 
general agencies that were formed 
when C. E. DeLong retired in 1940. 

A. Stewart Payne, Security Mu- 
tual, Binghamton, state association 
president, conducted the meeting, 
which was held at Utica. Nearly all 
eligible delegates and officers of lo- 
cal associations were on hand. 

Harold W. Baird, Northwestern Mu- 
tual, New York City, association vice- 
president, offered a statement, which 
the delegates approved, on the asso- 
ciation’s position on legislation de- 
signed to correct abuses in welfare 
plans. 

“We are directly concerned with 
the proposal put forth in some quar- 
ters to permit special rates, for spe- 
cial classes, by eliminating the agent’s 
commission in calculating the premi- 
um,” he said. “This suggestion con- 
templates the substitution of a con- 
sultant’s fee for an agent’s commis- 
sion and would thereby remove the 
controls historically found necessary 
from the framework of the insurance 
statutes and regulations.” 

The statement sent to Martin S. 
House, special counsel to the govern- 
or, who is working on the problem of 
welfare fund legislation, also point- 
ed out that “few bona fide career 
agents had muscled into unions in 
order to sell insurance in connection 
with welfare funds.” On the other 
hand there seemed to be numerous 
cases in which union officials, close 
relatives of union officials, attorneys 
for unions, and the like, became li- 
censed as agents in order to write 
welfare fund business. 

Consequently, legislation aimed at 
insurance agents or brokers will ad- 
versely affect the innocent without 
touching the guilty. Their record in- 
dicates it is not a commission prob- 
lem, since racketeers obtaining fees 
for performing additional services, oft- 
entimes fictional, are the real prob- 
lem. 

“Legislation attacking the problem 
though the commission system would 
fail to curb abuses in connection with 
fees—in fact it might accentuate 
them,” the statement continued. “Such 
legislation would eliminate the pos- 
sibility of control now exercisable by 
the insurance department. 

“We recommend in lieu of propos- 
als to substitute ‘consultant’ for ‘agent’ 
and ‘fees’ for ‘commission,’ that you 
consider (a) more careful scrutiny of 
applications for licenses, with particu- 
lar attention to connections which 
might indicate rebating or nepotism; 
(b) greater departmental authority to 
inquire into purposes of licenses; (c) 
complete disclosure to insurance de- 
partment and welfare plan trustees of 
all fees and commissions paid and to 
whor..” 

Harry K. Gutmann, Mutual of New 
York, New York City, regional vice- 
president, reported on the applicabil- 
ity of the unincorporated business tax 
to soliciting agents. Agents in the 20 
years since the law was enacted who 
have never before been taxed are now 
being assessed 4% of all earnings over 
$5,000. The tax has fallen with un- 
equal application on agents doing the 
same kind of work for their particu- 
lar company. 

The tax is supposed to apply where 
there is no employer-employe rela- 
tionship but the words “no employer— 
employe relationship” appearing in 
many agents’ contracts is a label rath- 
er than substance of the real relation- 


ship between the field forces and the 
major companies, Mr. Gutmann point- 
ed out. 

Agents with “employe” contracts 
are being taxed and not taxed, and 
agents with “no employer-employe re- 
lationship” are being taxed and not 
taxed, depending on the examiner who 
reviews their tax returns, Mr. Gut- 
mann said. 

The state association’s position is 
that as respects the licensee’s pri- 
mary or principal company to which 
he gives substantially all his business, 
regardless of phrases in the agents’ 
contracts they should be taxed alike. 
All other income from other compan- 
ies should be subject to the unincor- 
porated business tax. 

The state association holds that a 
natural distinction among life insur- 
ance agents of all classes can be made 
on the basis of (1) the penalty fac- 
tors under the agent’s “career” con- 
tract with his first-line company and 
(2) the deduction of the 2% social se- 
curity tax under this first-line con- 
tract. 

This double criterion will sharply 
differentiate all life insurance agents 
doing business in New York and the 
association feels that both the tax de- 
partment and the agents will benefit 
by this distinction. The association 
doesn’t maintain that any life agent 
should be excluded from the tax but 
believes it is more fair and logical 
to tax a life agent for that portion of 
his income that does not come from 
his first-line company. 

Spencer L. MeCarty, Provident Mu- 
tual, Albany, managing director of the 
state association, warned on the dan- 
ger of violating the law against com- 
mingling of clients’ funds with those 
of the agent. 

In spite of many warnings previous- 
ly given at state life underwriters as- 
sociation meetings some life afents 
persist in thinking that it does not 
apply to them, Mr. McCarty said. 

At this point, Superintendent Holz, 
a guest at the meeting, asked for the 
floor. 

“This problem of commingling has 
caused me a lot of concern,” he said. 
“T found some people were not famil- 
iar with the law and are comming- 
ling. In some instances commingling 
had reached very substantial propor- 
tions. In one instance it was so great 
that it might actually kave affected 
the solvency of a cornnany to which 
a broker had failed to make remit- 
tances. 

“IT then concluded it was time to 
advise every agent and broker of the 
law on commingling and once they 
were advised of it I am going to en- 
force severe penalties—and I am not 
going to mince any words about it. I 
am going to give everyone an oppor- 
tunity to know what the law is and 
once he knows about it that is it.” 

After mentioning some of the law’s 
requirements Mr. Holz _ concluded: 
“Don’t try to figure out any other 
way, because you are going to get 
yourself into trouble if you do.” 

One of the most common types of 
commingling is where an agent takes 
cash for a premium, puts it into his 
bank account and immediately sends 
a check for the amount to his home 
office. Many agents do not realize that 
this constitutes commingling but un- 
der the law it definitely does. 

Mr. McCarty reported on variable 
annuities, mentioning that since the 
last meeting Variable Annuity Life of 
Washington, D.C. had been organized, 


ee 
“Unless I was certain that the Sale of 
variable annuities by the companig 
would not adversely affect the Dos; 
tion life insurance companies have 
had in this country I would not be fo, 
it. 

“There are many problems in ¢op. 
nection with the _ variable annuity 
question, not the least of which ig the 
problem of federal control and I wap, 
to say here and now categorically | 
am opposed to any federal regulation 
of the insurance business in any shape 
manner or form and I say that only 
because I feel state supervision Not 
only has been very adequate but is 
the only means of adequate prote. 
tion and supervising our insurane 
industry.” 

Mr. Holz discussed disputes arising 
over misstatements of age in life jp. 
surance applications and said while jt 
is a small percentage of total oy. 
standing policies and does not justify 
spending the money necessary to yer. 
ify dates of birth at the time of sale 
he nevertheless wanted to urge the 
agents to try to help on this problem, 
He asked them to “emphasize the de. 
sirability of establishing proof of age 
while the policy owner is alive, there. 
by rendering real service to insure 
and his family.” 

President Payne announced that the 
state association membership as 
Nov. 9 was 5,011 and with additiona 
unreported memberships in the mail 
the total is 5,118—the largest in the 
association’s history. This makes j 
the first state association to exceg 
the 5,000 mark, he said. 


the National Assn. of Insurance Com- 
missioners had appointed a subcom- 
mittee on variable annuities and 15 
meetings of the joint American Life 
Convention-Life Insurance Assn. of 
America committee had been held to 
study the subject. 

After outlining the nature of vari- 
able annuities he offered the conclu- 
sions of the report which the associa- 
tion’s general committee had accept- 
ed. It was unanimously adopted. 

The conclusions are that the vari- 
able annuity is no longer a _ theory 
but a reality; regulation, control and 
supervision of variable annuities be- 
long in the state insurance depart- 
ments because it is essentially a “life 
contingency” contract where mortality 
tables must be provided to provide 
lifetime income; and there should be 
built-in safeguards in any proposed 
legislation offered or to be offered in 
order to give guidance if variable an- 
nuities are to be sold to the insur- 
ance-buying public. It was made clear 
that the delegates’ action did not con- 
stitute either endorsement or con- 
demnation of the philosophy of the 
variable annuity. 

The variable annuity was also dis- 
cussed by Mr. Holz in his luncheon 
talk. He asked the state association 
for any help it could give in connec- 
tion with the problem. 

“I indicated at the Los Angeles con- 
vention of the NAIC that the insur- 
ance companies enjoyed an enviable 
reputation for security and stability 
and that nothing I would do would 
detract from that position,” he said. 





Late News Bulletins... 











(CONTINUED FROM PAGE 1) 
maturity date will pay the dollar equivalent of the fixed number of endowment 
units originally purchased. The policy contains all the usual fixed-dollar 
settlement options as well as provision for the various types of variable an- 
nuity payments. In event of death of insured prior to maturity date, the ben- 
eficiary will receive the guaranteed face amount of the policy and alse the 
redemption value of the accumulated variable endowment units. Other fea- 
tures are a double indemnity clause, return of all premiums and disability 
waiver of premiums. Under an alternate “package” plan, policyholders will 
be able to take advantage of the security of the fixed-dollar guarantee of the 
conventional endowment policy along with the variable endowment. 


N. W. National Makes Three Field Promotions 


Northwestern National Life has made three promotions. Kenneth I. Olson, 
formerly assistant manager for the outstate division of the White & Odell 
(Minnesota) cgency, has been named manager of a new east Texas agency 
at Tyler; Luther F. Gunberg, formerly district manager at Duluth, be 
comes assistant manager for outstate Minnesota, and W. C. Williamson, man- 
ager at Green Bay, Wis., goes to Duluth as manager. 

All three men started their life insurance careers in outstate White & Odell. 
Mr. Olson joined the company in 1949, Mr. Gunberg in 1944, and Mr. Willian- 
son in 1951. 


Minn. Mutual Names Steeg at New Orleans 
Emanuel Steeg has been appointed general agent for Minnesota Mutual Life 
at New Orleans succeeding David B. Jackson, now general agent at Memphis. 
Mr. Jackson had been in the New Orleans position since 1952. Mr. Steeg was 
with Equitable Society for seven years before joining Minnesota Mutual. 


Non-Can, House Confinement Drew FTC's Eye 


WASHINGTON—In the formulation of the draft code for A&H, it is under- 
stood that federal trade commission interest was most manifest in connection 
with advertising of non-cancellable policies and house confinement. It is re 
ported that the FTC wanted to make sure that the only kind of non-can policy 
that could be advertised as non-can without qualification would be one that 
would be guaranteed renewable at the same rates for life. 

The FTC also wanted to be particularly sure that house confinement would 
be spelled out so as to eliminate any possibility of misunderstanding, it is said. 


NEW YORK—lIn sending copies of the proposed A&H code to its members, 
Bureau of A&H Underwriters included a bulletin which included this state 
ment. “It is fortunate that a regularly scheduled meeting of the governing com- 
mittee took place on Nov. 17, the day after the proposed rules became available. 
At that meeting, the rules were read, studied carefully and discussed at length. 
While no affirmative action was necessary, the governing committee found 
these rules, with a few minor changes in form only, to be satisfactory and com- 
mends them to the member companies as an important development with the 
framework of state regulation.” 
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NOW 


A New Group Travel Accident Policy 


and 
A New Group All Accident Policy 


at competitive rates with world wide coverage 


If you are a broker or agent you can now offer your clients the group acci- 
dent protection they want. You choose the coverage and set the limits of 
protection—up to $200,000.00 as Principal sum, $5,000.00 for medical ex- 
pense, and as much as $500.00 as a weekly indemnity. You decide the policy 
term and pick the protections you need to make a salable package. For 


example, you may include benefits for— 


Accidental Death 
Medical Reimbursement 
Accidental Death and Dismemberment 
Permanent Total Disablement 


Weekly Indemnity 


Find out about this inclusive protection the next time you are writing group insurance 


Aviation and Special Risk Division 


BANKERS LIFE & CASUALTY COMPANY 


4444 W. Lawrence Avenue 
Chicago 30, Illinois 
Telephone: Spring 7-7000 
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STATE FARM LIFE INSURANCE IN FORCE 
PASSES *913 MILLION MARK! 


INSURANCE IN FORCE 

















California newspaper finds big insurance 
company has “good heart, inquiring mind’ 


On March 4, 1955, the Tujunga (Cali- 
fornia) Record Ledger ran the following 


story, which we quote in full: 


“Insurance Co. Refutes Police; 
Allows $12,000 Death Claim 

“Demonstrating that a big insurance 
company has a good heart as well as an 
inquiring mind, the State Farm Life Insur- 
ance Co., through its Sunland-Tujunga 
agent, LaRaine Haisch, is paying a claim 
of between $12,000 and $13,000 to a wife 
whose husband and young son both died 
several weeks ago under unusual and tragic 
circumstances. Surviving was the wife, 
Sarah L. Ramzy, now a resident of Los 
Angeles. 

“On the morning of Jan. 23, William A. 
Ramzy, 36, and his six year old son, Martin, 
were ee dead from monoxide as- 
phyxiation in the family car in the garage 
of the Ramzy home, 10832 MceVine St., 
Sunland. Both the coroner and the police 


pronounced the deaths to be suicide. 

“Not so Agent Haisch and the State 
Farm Life Insurance Co. The latter, urged 
to act by Agent Haisch, conducted its own 
exhaustive investigation and determined 
that evidence pointed to accidental death 
rather than to suicide. 

“Mrs. Ramzy, had the insurance com- 
pany accepted the official reports of the 
coroner and the police which it legally can 
do, would not have received a single penny. 
Insurance policies usually carry a clause 
which denies the claim if death is due to 
suicide within two years after the policy 
goes into effect. 

“*The Ramzy policy was written in 
December, 1953.” 

We at State Farm Life are proud of this 
story. We think it illustrates the creed of all 
three State Farm Companies . . . that our 
first duty is to protect and guard the inter- 
ests of our policyholders. 


Company adds 
$75 million in 
first 9 months of °55 


BLOOMINGTON, ILLINOIS, 
September 30: During the nine 
months ending September 30, State 
Farm Life Insurance Company in- 
creased its insurance in force by 
more than $75,000,000, to bring its 
present total to $913,000,000. 

By the same date, total assets had 
risen to more than $102,000,000. 

Commenting on this achievement, 
Morris G. F uller, C.L.U., President 
of State Farm Life Insurance Com- 
pany said: 

“Certainly the most important 
factor in creating our $913 million of 
Ordinary Life Insurance is the State 
Farm Agent and his personalized 
service among his group of clients. 
He is a specialist in the Family In- 
surance Program which, essentially, 
is coverage for the private passenger 
car, the residence and its contents, 
and the family financial security 
program. 

“This State Farm Agent is a very 
busy citizen in his reoieiinsing busy 
in a very constructive way. Because 
of his careful training and constant 
a? support by the extensive 

tate Farm field supervisory staff, 
every hour has a purpose—to meet 
his responsibilities to each client, 
and to continue regular insurance 
studies. State Farm Life is one of the 
ways in which he contributes to the 
peace of mind of his friend, the State 
Farm policyholder.” 


e 

e@ This is another in a series which is published at 

© regular intervals to acquaint you with facts of 
interest concerning State Farm Life Insurance 

: Company. 





